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FTER A TWO-DAY visit in 

Akron talking to executives 
of the big tire companies in the 
rubber capital, a visit which was 
preceded by contacts with (oil) 
people and makers of parts and 
accessories who have been seek- 
ing retail outlets for their pro- 
ducts, I am firmly convinced that 
this new neighborhood sales-serv- 
ice movement is the missing link 
that will co-ordinate these vari- 
ous sales activities. 

* * * 

IN OTHER WORDS, such es- 
tablishments become veritable de- 
partment stores through car sales 
becoming the basic motive around 
which the selling scheme is built. 
Up to now makers of tires and 
parts and producers of gasoline 
ard oil have been waging single- 
handed fights, often conflicting 
with each other, no unified efforts 
and needing only car sales to tap 
a rich vein of pay dirt. 

Ae * ae 

AT AKRON I found that the 
tire manufacturers have gone a 
long way in developing the tire 
dealer into an automotive mer- 
chant, but that the one thing 
needed to complete the job, from 
their standpoint, was to add the 
automobile itself to the depart- 
ment store picture. The tire 
people, as have the battery, oil 
and gas folk, have furnished their 
retail outlets with well designed 
sales promotional and educational] 
material, and taught the dealers 
to think in terms of sales of other 
automotive products when talking 
to customers who come to their 
stations for gas, oil or any type 
of service. 






















* * * 


IT JUST SO HAPPENS that 
the new neighborhood sales-serv- 
ice plan now being adopted by 
so many car dealers is designed 
along parallel lines, but in this 
instance the motor car is made 
the nucleus of the operation, other 
sales being considered a means 
to an end (the sale of a new or 
used car) as well as an additional 
source of profit. 

Truly, such similar thinking on 
the part of the car manufacturer 
and the tire industry would defi- 
nitely point to the _ successful 
dealer as being, in a sense, the 
automotive department store of 
his community rather than a spe- 
cialty shop. 

eg * oe 

LOOKING A BIT into the fu- 
ture of the neighborhood sales- 
service type of selling, it also is 
quite evident that manufacturers 
of batteries, lubricants, brake-re- 
lining materials and others of the 
more frequently purchased auto- 
motive commodities are apt to 
find themself in a battle for the 
department store type of auto- 
motive dealers’ time and atten- 
tion. All of which should con- 
tribute to a more profitable dealer 
operation because of the wealth 
of selling ideas that each of the 


(Continued on Page 13, Col. 4) 
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Truck Bus Control Seen 


Voters Turn Thumb Down on Code ‘Bus Grou P 
Hears Plans 


Poll Shows|NAFC Program Ready; By Eastman 


8 in Favor| Meeting Opens Thursda eiditietiios x 
34 Opposed fk |" te ve 


Lack of Enforcement 
Brings Wide Protest 
In Many States 
























































Chicago, Sept. 28.—Headed by | of the First National Bank of Lines Is Objective 
Sen. Elmer Thomas of Oklahoma, | Chicago, a staunch supporter of of Government 
a group of prominent speakers| the NAFC and an _ outspoken % 
will address the tenth anniversary | critic of dissension within its 
meeting and convention of the ranks. His topic will be “The Cleveland Sept. 28.—That 
National Assn. of Finance Cos.| Need for a National Association”. truck and bus regulation are 
here next week. The sessions will| F. A. Reilly, chief of the Review | very definitely a part of the 
be held Thursday and Friday at| Division, NRA, Rg er = plan for co-ordinating trans- 
the Palmer House. subject “What the Future of the . 

The convention program has| New Deal Holds for Business”. portation, ra mace clear at 
been completed and was an-| Henry Ittleson, chairman of the aa a ba ational Assn. 
nounced today at NAFC head-| board, Commercial Investment | ° ae - oe here last 
quarters. In addition to the ma-| Trust; John J. Schumann jr,, cna C y rt 7 > Seman Fed- 
jor addresses, there will be gen-| president, General Motors Accept- pee ‘The po . ae 
eral discussions on how to obtain | ance Corp., and W. G. Schweigert, a ae “1 on 4 oe ee ae i 
new members, the future of the| secretary, Protective Finance ahaa ak ae vad Gedon 2 2 taal 
national association, and an open| Corp., are listed for talks on the b ° aan os aoe ae aaa 
forum on other specified subjects. | Thursday afternoon program cov- asia hn saan cman this oe 

Following the president’s report ering the future of the associa- of transportation would be 
by T. E. Courtney and the ap-| tion. . a looked upon with less favor by 
pointment of a committee on “Prospective State Legislation ‘an Sabedeinn Cammenees ame 
resolutions, Sen. Thomas will take | Dangers” will be handled Friday sien sai cee jeennedh catia ie 
the floor at Thursday morning’s| morning by P. W. Haberman,| “'p stman recited the erenaam 
opening session to speak on the | general counsel of the Commer-| |.) .. 1 formation in transporta- 
subject of “Inflation—What It cial Investment Trust. The con- wed systems ‘ahhnn the oo oul 

truck has come into the field. 
Before this event he said the 


Means”. vention will then break up into 
rails had little or no competition 


Next on the program will be | three group meetings, one on 
Arthur W. Newton, vice-president ' (Continued on Page 18, Col. 4) 
and the travel on highways was 
looked upon as feeder rather than 
competitive. Under these condi- 


tions, he said, the rails were quite 


Florida Authority Spikes 
Clean-Up Price Cuts|iincs sr several tration Soe 


denly then the new highway came 
“Ry Sp ecial Telegraph t ADYN) 


into being with the heavy motor 

Jacksonville, Fla., Sept. 28. | mod a class nee -_ as 1935] traffic offering competition for 
Probably the most drastic action | Models, 1t was Claimed, — rails in both freight and pas- 
by any state advisory committee| One other instance cited was} senger service. 
was taken yesterday by the | that of a maker who advised deal-| “Now,” said Eastman, “before I 
Florid: ; S enna | O08 to apply to the state advisory Attell cin Din ae ta ae 

orida ag agent bg —— committee for permission to sell (Continued or ge 20, -2 
permission to requests to se at! as “discontinued models” all 1934 
discount or at reduced prices the — The factory states to the 
current models of several manu-/| advisory committee that this was 
facturers. In each instance the | jn anticipation of new 1935 models 
manufacturers of these cars al-| which it “expects to have in pro- 
ready had given their approval} quction later in the year.” 
yd ee cars to be sold at re- A complete reversal of this is 
uced prices. reported to be in a letter to the 

In a lengthy discussion today| company’s dealers on this sub- 
by the state advisory committee | ject, in which dealers were urged 
definite information was pre-| to take immediate action seeking 
sented that was held to be in| permission from the state advis- 
variance with the spirit and let-| ory committee to sell these cars 
ter of the code and which, the| at a reduction of from $75 to 
committee felt, justified it in| $100 and that they would have a 
denying these requests. (Continued on Page 17, Col. 1) 

In one instance the manufac- — 
turer is said to have made no | 
changes in models but merely a 
stated that all cars beginning The e ‘Toy Pp Ten 
with a certain serial number Passenger Cars 
would be known as 1935 models. 
In another instance a manufac- 
turer had advised the code au- 
thority that all certain series cars ||| pe 
were to be declared obsolete pend- ||| 1934 Make 1933 
ing announcement of 1935 models. | ]| 1—406,305 Ford 205,565— 

In a wire to its distributors, 9—-008,908 Chev. $38,164— 
it is said this factory stated that 3—227,171 Ply. 161,081— 
it is prepared to accept orders for 4— 67,154 Ddge. o7e8— 
necessary equipment to change i 56,434 Pont. 63,289— 
these cars over to be identical — 51,477 Olds. 26,078 — 
with 1935 models at prices rang- 7— 44,330 Buick 34,676— 6 
ing from $6 to $12.50 per car on | 8— 31,005 Stude. 24,390— 9 
certain models. Furthermore, | 9— 30,208 Terra. 24,802— 8 
that if any of the dealers have ||| 10— 19,009 Chrys. 20,590—10 
any of the 1934 models unsold on | Total All Makes 
hand, that upon making the 1,397,228 1,030,409 
necessary change at the cost See complete cumulative 
quoted herein they can arrange | figures including August to 
to have these cars not only to be ||| gate page 20 this issue. 
identical with 1935 models but |}! ter 4 





Detroit, Sept. 28.—Re- 
plies ranging from “Can the 
code” to “The code supplies 
the first chance automobile 


dealers have had to make 
an honest dollar” are arriving 
daily in reply to the code ques- 
tionnaire that appeared in the 
Sept. 22 issue of Automotive Daily 
News. 

The questionnaire was sug- 
gested by A. J. Penny, of the 
Rockingham Auto Corp., Ford 
dealers, Leaksville, N. C. 

The questions asked if the deal- 
ers considered that the advan- 
tages gained under the code out- 
weighed the burden of extra de- 
tail work and increased cost of 
operations; if they believed 90 per 
cent enforcement could ever be 
obtained; if, providing he was dis- 
satisfied with the code as it now 
stands, the dealer would be will- 

(Continued on | Page 3, Col. 1) 


Chicago’ s 1935 
Automobile Show 
Goes to Coliseum 


Chicago, Sept. 28.—Selection of 
the Coliseum as the scene of the 
1935 Chicago annual automobile 
show was announced today by H. 
T. Hollingshead, president of 
Nash Sales, Inc., and chairman of 
the show committee. 

Since the show was inaugurated 
in 1900, it has always been housed 
in the Coliseum, which has been 
considered the logical building for 
that purpose, due to its layout and 
its adaptability to attractive dec- 
orative schemes. 

As a result of several meetings 

(Continued on Page 17, Col. 5) 








Missing Witness 
Found in Army 
Contract Probe 


Washington, Sept. 28.—The six 
months search for Frank Speich- 
er, mystery witness in the investi- 
gation of Army motorization con- 
tracts, has ended. Department of 
Justice agents finally have lo- 
cated Speicher after months of 
searching in a half dozen states. 
His long-awaited story concern- 
ing the War Department’s motor 
purchase program will be told in 
November when the House Mili- 
tary Affairs Committee resumes 
its inquiry. 

Speicher’s appearance has been 
assured by Rep. Charles N. Rog- 
ers, New Hampshire, chairman of 
the investigating sub-committee. 
The man, an agent for a tire and 
tube concern doing business with 
the government, will be subpenaed 
before the hearings to give what 
Rogers declares will prove to be 
sensational testimony. 

The exact nature of Speicher’s 
expected disclosures was not re- 
vealed by Rogers who declares, 
nevertheless, that it is extremely 
important to the Government. 

Speicher’s connection with the 
inquiry has provided it with one 
of its most humanly interesting 
and dramatic chapters—-and one 


(Continued on Page 9, Col. 5) 





The Top Ten 


Commercial Cars 









In Commercial Registrations 
Seven Mos. Plus 43 States 
August 


First Ten in Registrations 
as Reported in ADN Today 












1934 Make 1933 
1—104,777 Chev. 64,493— 1 
— 86,028 Ford 37,387— 2 
38— 30,530 Dodge 12,116— 4 
4— 20,214 Int'l 15,862— 3 
5— 6,381 G.M.C. 4,193— 5 
6— 3,778 Dia.-T. 2,535— 6 
7— 3,541 Reo 1,929— 7 
8— 2,917 White 965— 9 
9— 1,365 Mack 994— 8 

10— 1,289 Federal 793—10 

Total All Makes 
267,259 148,533 | 
See complete cumulative 
figures including August to 


| date, page 21 this issue. | 
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Seek Houde Case Decision Before Congress Opens 


Future Labor Legislation 
Hinges on Court Verdict 





Washington, Sept. 28.—Starting 
out like scores of other labor 
cases involving Section 7A of the 
NIRA, that of the Houde Engi- 
neering Corp. of Buffalo may yet 
become the most important of 
them all, Its likely rise to pre- 
eminence lies in the circumstance 
that it probably will provide the 
basis of a Supreme Court inter- 
pretation of the famous labor 
clause of the Recovery Act. 

A final judicial finding on the 
validity and the meaning of the 
7A clause was assured this week 
with the decision of the Depart- 
ment of Justice to take the case 


to court. 
The issues involved in the con- 
test are both clearcut and far- 


reaching in their implications. The 
company stands pat on its agru- 
ment that the law requires it to 
bargain individually with all em- 
ploye organizations, minority 
groups as well as majority. On 
its part, and the basis of the re- 
cent decision calling upon the 
company to surrender its Blue 
Eagle, the National Labor Rela- 
tions Board has demanded that 
Houde accept the principle of 
majority union rule in its plants. 

With reference to its insistence 
upon the principle of majority 
rule, the Labor Relations Board 
maintains that any other proced- 
ure would completely nullify 7A. 

Every effort will be made to 
speed the case to the Supreme 
Court, an undertaking in which 
labor, industry and Federal offi- 


cials will co-operate to the limit. 
The broad objective is a decision 
before Congress convenes on Jan. 
3. Justice Department officials in 
charge of preparing the Govern- 
ment’s case point out that the ob- 
jective is difficult though not im- 
possible of attainment. 


A decision on the validity of 
7A, it is agreed by all parties to 
the controversy it has caused, will 
go far toward shaping labor legis- 
lation in the next Congress. It 
is this prospect which lies behind 
the energy being spent to speed 
the decision. 


The next Congress will be called 
upon to enact legislation extend- 
ing the life of the Recovery Act 
or to provide a substitute for it. 
The Act, with its inflammatory 
labor clause, expires on next June 
16. 


Labor is determined to retain 
the substance, at least, of 7A with 
its guarantee of the right of col- 
lective bargaining. Industry, on 
its part, would like to see the 
whole thing cashiered. The battle 
lines are forming for the most 
spectacular controversy which 
will come before Congress. 


Both parties see a definite ad- 
vantage in a Supreme Court in- 
terpretation of existing legisla- 
tion. Both are confident of vic- 
tory; labor that the guarantee of 
collective bargaining will be up- 
held, industry that it will be de- 
clared invalid. The Houde case 
will provide the showdown. 


Ford Service Save at Fats 
For Three-Day Convention 


Chicago, Sept. 28.—Close to 800 
Ford service stars from dealers’ 
organizations in the United 
States and Canada met at a 
breakfast 
yesterday morning as first fea- 
ture of their three-days’ trip to 
the World’s Fair as guests of the 
Ford Motor Co. 

The gathering marked the first 
annual convention of the Ford 
Service Merit Club and the award 
of badges to winners in the in- 
ternational competition. E. H. 
Martin, service manager of the 
company and chairman of the 
meeting, declared that the organ- 
ization will be permanent. 


W. C. Cowling, director of sales, 


delivered a two-hour inspirational 
message that drew frequent ap- 
plause. In the course of his talk, 
he gave his rules for successful 
service operations when he said: 

“Service department men re- 
quire tact, patience and every- 
thing that goes to make the cus- 
tomer satisfied with the product 
and with the personal ability of 


that service man to render the 
kind of service the customer 
needs. 


“The right kind of service man 
will ingratiate himself with the 
customer and court the privilege 
of showing how good he is. 

“There is too much vanity 
among service men, too much un- 
willingness to admit they don’t 
know everything, too much hesi- 
tancy to consult someone else in 
the department who can solve a 
particular mechanical problem. 
Another good rule is not to take 
the customer’s word, without in- 
vestigating, as to what is wrong 
with a car. 


“Nor is there anything more 
important than keeping ahead of 
competition by doing the job 


right, so that owners of all makes 
of cars will flock to your service 
station and help create more new 
car sales for your dealership.” 
Both Cowling and W. R. Camp- 
bell, president of the Ford Mo- 
tor Co., of Canada, Ltd. who 





in the Palmer House | 


also addressed the meeting, pre- 
dicted greatly increased Ford 
| sales for next year. Cowling re- 
ferred to 1934 as “but the begin- 
| ning of a great 1935.” 

“Service obligations should ex- 
tend not only for the guarantee 
period or mileage, but should con- 
tinue throughout the useful life 
of a car,” said Campbell. 

“Selling, rather than production 
capacity, is the bottle neck of in- 
dustry and it is destined to re- 
main so.” 

A telegram of regret was read 
from Edsel Ford, president of the 
| parent company. 




















Eastern Corp. Fined 
For Breech of Code 

Washington, Sept. 23. — 
A fine of $100 on each of 
ten counts, a total of $1000, 
was levied this week 
against the Cotex Corp. of 
Newark, N. J., by Federal 
Judge Phillip Forman in 
Trenton. The company had 
entered a plea of guilty to 
a criminal information 
charging sales at lower 
prices and on more fav- 
orable terms than _ those 
filed pursuant to provisions 
of the rubber manufactur- 
ing industry code. 

The firm manufactures 
automobile fabrics, proof- 
ing and backing and is the 
seventh largest of its kind 
in the country. 

United States Attorney 
Harlan Bessom and Assist- 
ant Counsel Meyer Turin 
of the NRA Litigation Divi- 
sion represented the Gov- 
ernment. 








Truck Industry 
Code Heads Want 


Tests in Courts 





Washington, Sept. 28.—The Na- 
tional Code Authority of the 
trucking industry took another 
forward step in its showndown 
with code violators this week 
when it notified State Code Au- 
thority members to select cases 
within their jurisdiction for court 
tests. The instructions suggested 
the selection of flagrant cases in- 
volving good-sized operations, in- 
dicating a willingness on the part 
of the industry’s leadership to pit 
its strength against the “big fel- 
lows” first. 

The cases chosen for test will 
be submitted to Washington for 
check as to their soundness and 
those which are approved will be 
pushed hard, The complete sup- 
port of NRA’s litigation division 
in these prosecutions has been 
assured. 

Special ‘attention will be given 
first to cases of non-registration 
by members of the _ industry. 
These have been delayed until 
this time pending NRA approval 
of mandatory payment of code 
fees provided in a recent amend- 


| ment to the industry’s code. 





Marvin Sees Suff 


itcitent 


Truck Rules At Present 


Chicago, Sept. 28.—Traffic di- 
rectors at the automobile factories 
who use motor trucks for various 
services to supplement their ex- 
tensive shipping by rail, look 
askance at suggestions for addi- 
tional Federal laws that would 
affect trucking operations, ac- 
cording to James S. Marvin of 
the National Automobile Cham- 
ber of Commerce, who is at Chi- 
cago attending sessions of the 
National Industrial Traffic 
League. 

“There has been no lack of reg- 
ulation” said Marvin. “Each state 
controls its highways and regu- 
lates the size, weight and speed 
and determines the taxes and 
fees of motor vehicles. Forty-two 
of the states undertake some con- 
trol over rates. In addition, we 
now have the Trucking Code, 
which is Federal Law, and it is 
difficult to see what could be ac- 
complished in the interest of the 
public by additional Federal legis- 
lation, and how the code, which 
provides for rates at not less than 
cost as a measure of stability, 
could operate in harmony with 
additional supervision by the In- 
terstate Commerce Commission. 

“The actual effect of the Truck- 


NACC Group Study Rail 


ing Code can not yet be appraised. 
It has been a tremendous task 
to register 240,000 trucks with 
data on their operations, but it 
will permit a study of the whole 
question, heretofore not available. 
It is also taking time to deter- 
mine the cost formula on which 
to base rates, but this work is 
reported to be now about com- 
pleted. 


“Obviously the only sound meth- 
od of ascertaining the economic 
position of the truck is in basing 
its charges on its costs. Com- 
parison with rail rates is mis- 
leading because of the dissimilar- 
ity of trucking service and rail- 
road service. The individuality of 
trucking operations will probably 
never permit regulation of its 
rates in as great detail as under- 
taken in railroad classifications 
and tariffs. 


“The improvements already ac- 
complished in railroad services, 
with the plans that have been 
undertaken to further consolidate 
their efforts, are encouraging to 
shippers who feel that the way 
is now clear for each type of serv- 
ice to find its place on a sound 
economic basis.” 


Freight Rate Presentation 


Detroit, Sept. 28.— Considering 
the railroads’ petition for higher 
freight rates at a meeting in De- 
troit yesterday, traffic directors 
of automobile companies, mem- 
bers of the National Automobile 
Chamber of Commerce, decided to 
study the railroads’ presentation 
of their petition at Washington 
next week, before reaching any 
conclusion on how the proposal 
will effect the transportation 
charges on the extensive shipping 
of the automobile industry. 

For this purpose, representa- 
tives of the Chamber will keep in 
close touch with the testimony 
and factual exhibits presented by 
the carriers. 


Opposition was voted to any 
additional Federal regulation at 
this time of trucking rates. Al- 


though one of the very largest 
users of rail transportation, trucks 
are utilized for various services 





Photo: courtesy Detroit Free Press 
Abner Larned, NRA Compliance Director for Michigan, Walter Bemb, Detroit Buick Dealer and 
| F. W. A. Vesper, left to right, listened-in as Aaron DeRoy, president of the Michigan Automotive 
| Trades Assn. told 300 members of the association that if they muffed the code it would he just too 
bad for them. Meeting was at the Statler in Detroit, Friday afternoon, 





by the industry, and the traffic 
managers can see only added con- 
fusion in the proposed regulatory 
laws, considering that the Truck- 
ing Code, which requires filing 
of rates by licensed operators, is 
going to provide at least a labor- 
atory test of what practical steps 
might be taken in this matter 
which presents a very complicated 
problem as compared with the 
tariffs and classifications used by 
railroad systems. 

It is understood that the truck- 
ing cost formula to be used as a 
basis for rates by the Trucking 
Code Authority has required 
months of study, but is about 
ready for approval by NRA, and 
that this aspect of the code can 
soon become operative. 

Companies represented at the 
meeting included: Auburn, Cadil- 
lac, Chevrolet, Chrysler, Dodge, 
Federal, General Motors, Graham- 
Paige, Hudson, Hupp, Packard, 
Pontiac, Studebaker and White, 
also K. A. Moore, NACC, and J. 
S. Marvin, chairman of the con- 
ference. 


240,968 Workers 
Now Employed in 


* a s 
Highway Building 
Washington, Sept. 28. More 
than 10,000 miles of highway are 
under construction at this time 
under the supervision of the 
United States Bureau of Public 


Roads, according to official 
figures. 
The actual mileage, 10,220, is 


involved in 3,599 projects essayed 
under the public works highway 
program. A total of 240,968 men 
is being given direct employment 
on the various projects which are 
scattered throughout the coun- 
try. 

The estimated cost of the vari- 
ous segments of highway now 
under construction is placed at 
$231,554,000. Approval projects 
for which contracts have not yet 
been let number 396 and will 
involve a total cost of $18,913,000, 
while another $9,189,000 will be 
spent on 293 highway improve- 
ment undertakings for which 
contracts have been let but upon 
which actual construction has not 
been started. 
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Voters Turn Thumbs Down on Code as it Sands 


Poll Shows 8 8 for Code 
and 34 in Opposition 


(Continued from Page 1) 


ing to have the code reduced to 
its hours and wages provisions 
only, eliminating the trade-prac- 
tice agreements; and last, was the 
dealer thoroughly satisfied with 
the code as it stands at present. 
To these questions ADN added 
President’s Roosevelt’s query, “Are 
you better off today than you 
were a year ago?” 

Out of 43 replies received, 31 
dealers expressed themselves as 
believing that the disadvantages 
experienced under the Code were 
greater than the benefits that 
could be derived; ten dealers were 
of the opposite opinion, and one 
dealer made no answer. 

Thirty-one dealers said they did 
not believe 90 per cent enforce- 
ment could ever be obtained, ten 
thought it could, and two refused 
to answer. 

Regarding the possible enforce- 
ment percentage obtainable, one 
dealer said that while he believed 
90 per cent could be obtained, he 
was of the opinion 60 per cent 
would be sufficient to make the 
code a success. 

Enforcement of the code appar- 
ently is what bothers the dealers 
to a greater degree than any 
other branch of the charter. One 
dealer states that greater enforce- 
ment is immediately necessary to 
the success of those dealers who 
do conform. He believes that 90 
per cent enforcement can be ob- 
tained. 

Another dealer, who signifies 
that he is better off than he was 
a year ago, says that he is satis- 


Buick’s Retail 
Sales Hit 1,734 
September 10-20 





Flint, Mich., Sept. 28.—Sales of 
Buick motor cars continued at 
high seasonal levels during the 
second 10 days of Sept. with 
domestic retail sales totaling 1,734 
units as against 1,780 in the pre- 
vious 10 days and 1,325 in the 
corresponding period a year ago, 
W. F. Hufstader, Buick sales 
chief, said today. 

“The volume during the period 
just ended exceeded that of any 
corresponding period of the past 
four years,” Hufstader said. “Last 
year 1,325 cars were sold in the 
second 10 day period of Septem- 
ber, in 1932 the total was 677, and 
in 1931 the volume was 1,671. 

“The first 10 days of September 
likewise established a four-year 
record, making the first 20 days 
of this month the best since 1930.” 

Hufstader said there has been 
a healthy reduction in dealer 
stocks. 


Carbolay mae es 





Carboloy Co., Inc., has moved the general offices, Detroit district 
office, and main manufacturing plant to new and larger quarters 
at 2985 E. Jefferson avenue, where two entire floors 

of the new plant will be occupied. 







































| fied with the way the code works, 
| except for the enforcement. 

Ten dealers were against chang- 
ing the code to the extent of 
eliminating everything except the 
wages and hours provisions. Those 
who thought this would be the 
solution to their troubles num- 
bered 31. Two made no answer. 

Asked whether they were satis- 
fied with the code in its present 
form, 34 dealers replied they were 
not, eight said they were, and 
one made no reply. 

To the presidential question 
“are you better off today than 
you were a year ago,” 12 dealers 
replied that they were, and 31 
said their business was in poorer 
shape than last year. One of the 
dealers whose business has im- 
proved said his improvement was 
slight, that he did not credit the 
code for that improvement, and 
that he did not know if he could 
hold his advantage until the end 
of the year. 

This same dealer states that in 
his mind the labor provisions are 
fair and should be obeyed. “The 
used car manual,” he says, “should 
be retained so as to keep dealers 
posted on used car sales in their 
respective communities. Over al- 
lowances, or so-called unfair trade 
practices, should carry no pen- 
alty if the act does not harm the 
customer or the government.” 

A dealer in Arkansas says he is 
satisfied with the code, princi- 
pally because he considered it is 
the first time automobile retail- 
ers have been given the oppor- 
tunity to ) make an “honest dollar.” 


Dodge Dealers 
Report Weekly 


Sales Increase 


Detroit, Sept. 28.—Dodge deal- 
ers’ passenger car sales for the 
week ending Sept. 22 were 3,064 
and truck sales amounted to 943 

a total of 4,007 deliveries as 
against 3,910 for the previous 
week. The passenger car sales 
figure includes 1,756 Plymouths. 

A detailed tabulation of 1934 
deliveries so far reported by 
Dodge dealers as having been 
made between Jan. 1 and Sept. 22, 
gives the total number of vehicles 
sold as 189,302, as against 134,930 
during the corresponding period 
of 1933, the to-date increase in 
favor of 1934 being 40.3 per cent. 
The reported delivery figure in- 
cludes 109,105 Dodge passenger 
cars and trucks and 80,197 Plym- 
ouths. 

Dodge dealers’ truck sales in- 
creased from 15,142 in the Jan. 1- 








Sept. 22 period of 1933 to 35,258 
this year, a 132.8 per cent gain. 


Plant 











Code Questionnaire Returns 


Below is a recapitulation of the answers received in reply 
to the code questionnaire published in last week’s issue of 


Automotive Daily News: 


Have the advantages of the code outweighed the extra 
overhead charges, extra detail work, 


securing business? 
Yes—i1 


Yes—10 


nated? 
provisions only? 
Yes—31 


stands? 
Yes—8 


Yes—12 


43 BALLOTS 


| Dallas Dealer 


Poxson Directs 
Export Sales 
For Reo Motors 


Lansing, Mich., Sept. 28.—D. E. 
Bates, president of the Reo Motor 
Car Co., announced today that the 
Reo export de- 
partment is to 
be under the 
supervision of 
Elijah J. Pox- 
son, president of 
the Reo Sales 
Corp. 

“The Reo Mo- 
tor Car Co.” 
Bates said, “has 
been working on 
plans for some 
weeks designed 
to better serve 
the interests of 
their many overseas accounts as 
well as the company’s own sub- 
sidiaries. With that end in view, 
the Reo Sales Corp. was formed. 
The new company includes all of 
the subsidiaries of the parent 
corporation, including London as 
well as those branch houses lo- 
cated in New York, San Fran- 
cisco, and other points in the 
United States. We have felt for 
some time that by co-ordinating 
the closely allied interest of our 
overseas business with that of 
our subsidiaries, that we could 
improve our service. Poxson has 
a broad and successful experience 
in both activities of the Reo Sales 
Corp.” 

Poxson is leaving this country 
for London the latter part of this 
month. He will attend the Lon- 
don and Paris shows where he 
will meet all of Reo’s mid-conti- 
nent distributors, at which time 
he will outline and discuss in 
detail Reo’s comprehensive mer- 
chandising program for the en- 
suing year. 


Sadeants & Mie, 
Sales at Retail 
At 46,689 Units 


Detroit, Sept. 28.—Retail sales 
of Hudson Motor Car Co, in the 
United States totaled 46,689 cars 
for the eight months ended Aug. 
31, including both Hudson and 
Terraplane cars, it was an- 
nounced today. 

This total represents an _ in- 
crease of 61.5 per cent as com- 
pared with sales of 28,896 cars 
reported for the corresponding 
period in 1933. Total sales for 
the eight months were 14 per cent 
in excess of the total sales of 
40,151 cars reported for the full 
year, 1933. 

The above figures do not in- 
clude Canadian shipments or cars 
shipped for export, which like- 
wise showed a comparable in- 
crease, it is reported. 





E. J. Poxson 


No—31 
Do you believe the code can ever be enforced to a point 

where 90 per cent compliance can be obtained? 

No-—31 
If you are not in favor of the continuation of the code 

as it now stands, would you be willing to continue NRA 

wages and hours providing marketing provisions were elimi- 

That is, to reduce the code to its wage and hours 


No—10 
Are you thoroughly satisfied with the code as it now 


No—34 


Are you better off today than you were a year ago? 
No—31 








and extra cost of 


No answer—1 


No answer—2 


No answer—2 


No answer—1l 


No answer—0 





In Court For 
Code Violation 


Dallas, Tex., Sept. 28.—As the 
result of a recent hearing before 
U. S. Commissioner Lee R. Smith, 
E. M. Piper, local automobile 
dealer, was ordered bound over 
for appearance before the Federal 
grand jury at Fort Worth, Nov. 
5, on a charge of violating the 
NRA code of fair competition. 
Before a large audience, most of 
them Dallas automobile dealers, 
the Government saw its main 
charge against Piper wiped out 
by the testimony of A. J. Doherty 
of Fort Worth. 

Doherty, purchaser of the car 
figuring in the charges, complete- 
ly nullified by his testimony the 
Government’s two main conten- 
tions: that it was a new automo- 
bile and that Piper had offered a 
higher price than allowed by code 
for a trade-in. 

On motion of Clyde Hood, as- 
sistant U. S. district attorney, the 
latter charges were dismissed but 
Piper was ordered held on a new 
charge in connection with his al- 
leged purchase of the automobile 
in question at Ada, Okla., where 
he was not franchised to act as a 
dealer. He made $500 bond set 
by Commissioner Smith. 


The ical Back 


Washington, Sept. 28.—Germany’s 


automotive industry also is on the 
way back. Final figures for the 
six months show a total of 70,408 
passenger cars, 11,827 trucks and 
982 buses were manufactured. The 
increase in production is matched 
by a correspondingly larger retail 


demand for motor vehicles. 





Retail Financing 


Dollar Volume 
Has 21% Gain 


Washington, Sept. 28.—On a 
daily average basis the dollar 
volume of retail financing of new 
passenger automobiles shows an 
increase of 21 per cent for 
August as compared with August, 
1933, and an increase of 142 per 
cent as compared with August, 
1932, according to preliminary 
estimates by the U. S. Depart- 
ment of Commerce. As compared 
with July there was a decrease 
of about 16 per cent. 

Aggregate volume for the first 
eight months of this year was 62 
per cent above the first eight 
months of 1933 and 87 per cent 
higher than the corresponding 
period of 1932. 

All percentages presented are 
based on daily average figures 
with each business day of the 
week weighted according to the 
relative volume of business as de- 
termined by experience in the 
trade. Comparison of August, 
1934, with the same month of 
previous years and the percentage 
changes from July to August in 
past years are shown below: 


August, 1934, Percentage Change 
21.5% higher than August, 1933 
142.0% higher than August, 1932 
24.9% higher than August, 1931 

8.1% lower than August, 1930 
46.0% lower than August, 1929 
Percentage Changes from July 
PG SE bsicedeciins 15.7% 
I, FOO ocvccccscen -+- 3.9% 
PS SS re — 64% 
PINGS CEE: nese paceeen —23.2% 
> —15.2% 
oS —14.0% 

These estimates on automobile 


financing are based upon figures 
reported to the Bureau of the 
Census by a sample group of 
large finance companies that have 


been in continuous operation 
since 1929. The dollar volume of 
these _ organiations represents 


over three-fourths of the business 
written by all finance companies 
reporting to the census. 


Refiners Plan Slash 
In Dealer’s Discount 


Chicago, Sept. 28.—Major and 
independent refiners opened a 
two-day session here at the 
Blackstone Hotel for purposes of 
discussing a plan to cut dealer 
discounts one-half cent a gallon. 

The new scale, if adopted, will 
mean a reduction in discount 
from four cents to three and one- 
half cents premium and regular 
grades of gasoline, and from three 
cents to two and one-half cents 
a gallon on the third-grade gas- 
oline. 


Proposed Code Questions 


A. J. Penny, 


Rockingham Auto Corp., Ford dealers of 


Leaksville, N. C., suggests the following questionnaire about 


code matters. 
to Automotive Daily News: 


Dealers are invited to submit their answers 


Have the advantages of the code outweighed the extra 
overhead charges, extra detail work, and extra cost of secur- 


ing business? 
3 ae 


Do you believe the code can ever be enforced to a point 
where 90 per cent compliance can be obtained? 


No rr a 


If you are not in favor of the continuation of the code as 
it now stands, would you be willing to continue NRA wages 
and hours providing marketing provisions were eliminated? 
That is, to reduce the code to its wage and hours provisions 


only? 
Yes. 
Are you 
stands? 
./ ae 


thoroughly satisfied with the code as 


it now 


To the above questions, ADN adds the following: 
Are you better off today than you were a year ago? 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long as it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
predjudice. It will confine itself to the up-building of 
the industry it is pledged to serve, wholly through the 
of NEWS which is timely, authentic and of value. 


vs 
WE BO OUR PaRT 


dissemination 
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About Truck Regulation 


N A SPEECH before the National Assn. of Motor Bus 

Operators in Cleveland last week, Joseph B. East- 
man, federal co-ordinator of Transportation, presented a 
strong and eminently fair case in favor of bus and truck 
regulation. The co-ordinator points out that since the 
purpose of any transportation system is to serve the pub- 
lic, the government has a definite stake in seeing that the 
public is served safely, economically and well. 


Granting that there is need for some form of regulation 
which will protect the upright operator from the ma- 
chination of fly-by-night competition, unfair rate cutting 
and other forms of discrimination, it would seem that 
much must be done before very definite results can be ob- 
tained. First, it would seem to us that some effort must 
be made to bring state laws governing motor vehicles into 
greacer harmony. If government intervention or regula- 
tion can bring this about it would seem to be a step in the 
right direction. At the present time, much of the useful- 
ness of a truck or bus is nullified through the variation 
restrictive state laws which are rapidly ruling the motor 
vehicle from the field of interstate commerce. 


In explaining further his plan of co-ordination, the fed- 
eral co-ordinator said the plan contemplates a situation 
under which each form of transportation would be ful- 
filling its mission and getting its share of the work. In 
working out such an equation the motor vehicle is an “X”’ 
quantity. Motor vehicles today are performing tasks 
that ten years ago would have been looked upon as im- 
possible. To say that they belong in this or that niche is 
not regulation or co-ordination but restriction. Who to- 
day, can predict what the capabilities of tomorrow’s motor 
vehicle will be. The truck of tomorrow may supplant the 
rails of today by public preference. Co-ordination on the 
basis of present development in the truck industry which 
would result in relegating the truck and bus to a certain 
assigned role would result in stifling further development | 
and in the long run might withhold from the public the 
benefits of a newer and far superior means of transporta- 
tion than now exists. Suppose the government had re- 
stricted rail operation to the East on the basis that stage 
coaches were doing an admirable job on the Plains. 
Where would we be today among nations? The truck and 
bus industry is young and virulent. It needs room to 
grow. It must not be throttled under any pretext of being 
co-ordinated with other forms of transportation which 
have apparently reached their full development—and then 
some. 


* * * 





“A Foul Tick’’ 


[* THE parlance of the diamond, it looks as though the | 
National Labor Relations Board has swung at what | 
would have been a “ball” and did nothing more serious | 
than tick out a “foul.” In the Houde case the NLRB re- | 
quested that Gen. Johnson withdraw the Houde blue eagle | 
because Houde refused to obey the NLRB order to recog- 
nize the union it specified. Houde retorts that the eagle 
was given for code compliance and that the corporation 
now is, and has been, complying with the code and that at | 
the present time the corporation has no dispute with any 
of its employes or groups of employes, therefore why 
yield the bird. It begins to look now as if the NLRB had 
better look ’em over a little more closely in future plays 
before it swings. 


FREE 


AIR 


By Cliff Knoble 





XPERIENCE is the best 
teacher. And should be. It’s 
the most expensive. 


* * * 


WOULD YOU CALL IT con- 
sistent when a dealer credits his 
competitor’s success to public 
stupidity, and his own failure to 
the same thing? 

+ * * 


Nomination for the Most Useless 
Thing in the World 
A DEALER’S ATTEMPT to get 
the factory to advertise locally at 
factory expense; or a factory’s at- 
tempt to get the dealer to adver- 
tise locally at his own expense. 


* * * 
Successful merchandisers tell 
us that anything which fills a 


great need will always have big 


sales. So why doesn’t someone 
write a book on “Good Manners 
for Motorists’’? 


* + 
Silly Simile: As empty of in- 
formation as a “prestige” adver- 
tisement. 
* * * 


It’s fine for boys to be ambiti- 
ous—-but why do all sons become 
expert drivers, and remain so in- 
fernally ignorant about car wash- 
ing? 

ES * 


Daffy Definitions 


FAILURE—tThe sole reason for 
the conceit of some dealers who 
have contrived to avoid it. 

ok 4 os 
It’s easy to figure out who is 


boss in the average home. There 
are plenty of cases where the hus- 


band washes the dishes, but 
mighty few where the wife 
washes the car. 

* * * 


CORRECT THIS SENTENCE: 
“You are a man of excellent judg- 
ment, sir, and I am sure you made 
the right decision when you de- 
cided to buy my competitor’s car.” 

* * ad 

IT ISN’T NECESSARY for a 
man to think he owns the earth 
to make himself a nuisance. He 
only needs to think he owns the 
road. 

* * * 


ADVICE TO SALESMEN: If 
words could do the trick, your 
prospect would just listen to sales 
talks instead of buying a car. If 
you are real sharp, you'll discover 
in this fact another reason for 
making a demonstration as soon 
as possible. 

* * ok 

WHAT A CUSTOMER Me- 
thusaleh would have been, if he 
could have been innoculated with 
the easy-payment habit. 

* ok a 

INCONSISTENCY! Picking up 
a strange girl and having her get 
mad because you treated her like 


the kind of girl who could be 
picked up by a stranger. 
* ed + 
HOOVER INSISTS that we 


can’t spend ourselves into pros- 


perity. Which means that auto- 
mobile salesmen had better con- 
fine their efforts to the Demo- 


crats, who'll probably buy what 
they don’t need just to display 
their opinions of Hoover’s counsel. 
* * * 
Queer Queries 

Dear C. K.: My wife insists on 
our buying a new car and I can’t 
afford it. What can I do to dis- 
courage her?—-A, Churchmouse. 

Dear A. Churchmouse: Tell her 
you'll give her half of all she gets 
for the old car above its actual 
value. Next, put about fifteen 
salesmen on her trail. Then sit 
back and watch the fun. By the 
time the arguing is over, you'll 
NEED a new car. 
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This is a Truck 


In This 





Year—88% Up 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. 


Readers 


are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 





Better Off Today 


Enclosed you will find my answer 
to code questionnaire. Note please 
that I have put question mark after 
your question, “Are you better off 
today than you were a year ago?” 

Yes I am slightly, but it is not 
due to the code, and can I hold that 
position until Jan. 1, 1935? The 
code has cost us $35.00 per new car 
sold during ’34 over ’33, and our 
used car loss is about the same. I 
was a great code man, but in my 
opinion the code has served its use- 
fulness. 

The labor provisions are fair and 
should be adhered to. The used car 
manual should be retained so as to 
keep the dealers posted on used car 
sales in their respective communi- 
ties. Over allowances, or so called 
unfair trade practices should carry 
no penalty if the act does not harm 
the customer or the government. I 
have talked to a good many auto 
dealers in Ohio, and most of them 
say confidentially that even had 
the code been enforced at the outset, 
it would have lost its effectiveness 
during the fall months of 1934.— 
Louis Charvoz, president, Charvoz 
Sales, Ine., Akron, O. 


Over 90% Compliance 


I am attaching herewith question- 
naire which appeared in your issue 
of Sept. 22. The writer has noted 
with interest item on code by A. J. 
Penny of Leaksville, North Carolina. 

The writer wishes to state that the 
code here in our city and territory 
is being complied with better than 
90 per cent. The dealers, as a 
whole, are more than pleased with 
the code. I believe that the code 
has given the legitimate dealer the 
first and only opportunity that he 
has ever had in the retail automobile 
business to do a_ straight-forward 
business and make money. 


Of course, the dealer who did a 
lot of chiseling before the advent 
of the code and who got his business 
by allowing longer trades than his 
neighbor dealer, is now finding it 
exceptionally hard to get business 
on equal basis. This has always 
been and probably always will be 
the case.—A. F. Madison, president, 
Sadicon Cadillac Co., Little Rock, 

rk. 


Tragedy 

We have a code for dealers, most 
of whom try to live up to it honest- 
ly. Usually this results in the loss 
of their business to some chiseler. 

At first, the public accepted the 
code. Today that attitude has 
changed. When the dealer tries to 
enforce the code in making a sale, 
the usual reply is “Code? Why, I 
can get a better deal from Joe 
Blow. Don’t you know the code is 
a joke?” 

Why not put some teeth in the 
code so as to include the buyer? 
As it stands now, the buyer is im- 
mune. There is no danger for him. 
He takes no risk when he attempts 
to get an extra $50.00 allowance on 
his trade-in over the code allowance. 

The buyer is right. For him the 
code is a joke, but for the dealer 
with overhead and an organization, 
it is a tragedy.—Geo. F. Bauer, 
Genessee Motor Vehicle Co., 
Rochester, N. Y. 


“una WOrd in 


edgewise” 


By the Publisher 





“CHANNING” I always called 
him, and he addressed me as 
“Mertz,” probably because we 
both learned way back that few, 
if any, knew (or cared) what our 
middle initials stood for. 

When the idea of a daily news- 
paper for the automotive industry 
was only a nebulous dream I told 
Walter about it. Probably my 
sketch of it was more a cubist 
drawing than a practical blue- 
print, but Walter got it, like that. 

“When do we start?” was his 
only query, and this from Walter 
who had faced more than once 
‘the vicissitudes of a new venture. 
I should have known then, that 
was a guarantee of its potential 
future. 

* * * 

SOME YEARS PASSED before 
an “angel” could be found with 
sufficient foresight and where- 

(Continued on Page 14, Col. 1) 





LURAY, SEPTEMBER 29,1936 0 —‘(‘(‘(‘ HSC 
AUTOMOTIV 

E DAILY 

ILY NEWS, SATURDAY, SEPTEMBER 2 

9, 1934 


TEEFY- SELTZ 


PHILADELPHIA 
again 
Distributors 


become 


for 


ANIBNIRN 


pesmi 


y one of the rapidly 
r of 


Ask an 
sncreasing numbe 
Auburn dealers about 
their success with the new 


1935 MODELS 











AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 29, 1934 


Track Selling Fell Short of 34: Market Possibilities 
Increased Effort Needed 


Is View of 


Sales Experts 


By E. M. LUBECK 


O 


recently issued a house 


NE of the major truck manufacturing companies has 


organ, for the truck dealer 


and his salesmen, titled ‘‘What’s Going on in the Truck 


Industry”’. 


It contains facts pertinent to the selling end 


of the industry and the leading article calls the attention 
of the truck dealer to the possibilities of additional new 
truck sales through the appropriations of the National 


Housing Act which makes available two billion six hun- 
dred and ten millions of dollars® 


part of which is to finance new 
home building and modernization 
of other homes through repairs 
and remodeling. 

Will Boost Market 

The article points out that the 
principal advantage to the truck 
dealer under this act will be the 
increased need for trucks. The 
dealer is urged to be on the alert 
for truck sales opportunities be- 
cause, when this money is re- 
leased, one of the first invest- 
ments by building material firms, 
lumber yards and supply houses 
will be for new automotive trans- 
portation. This move will be 
forced by the needed replacement 
of the trucks now in use which 
no longer can be operated effi- 
ciently and therefore will not be 
kept in service when the nation 
wide participation in the oppor- 
tunities of the Housing Act gets 
into full swing. 

It is pointed out that 25 per 
cent of every dollar spent in the 
United States is spent for trans- 
portation and that a large part of 
this 25 per cent is spent for truck 
transportation of goods and ma- 
terial used by the average citizen. 
It also points out that there are 
over 700,000 trucks on the Ameri- 
can highways that are more than 
seven years old and ready for re- 
placement. Therefore, it is ap- 
parent that in spite of the re- 
markable increase in the use of 
trucks as shown by the registra- 
tion figures this year as compared 
with the figures of 1933 there still 
exists a big field for truck sales 
which has not been touched. 

Colors Important 

The house organ points out also 
that fleet and individual truck 
users are rapidly becoming con- 
scious of truck colors. A recent 
canvas of truck sales shows that 
colors which lend an advertising | 
value to the vehicle predominate 
in every section of the country. 
Choiees of color run from the 
light blues and greens on the 
lighter vehicles to brilliant reds, 
blues and combinations on the) 
heavier jobs. 

While figures of the truck in- 
dustry show an increase of 88 
per cent in registrations during 
the first seven months the trend 
seems toward the lighter vehicles 
particularly those of the ton and | 
one half size. It is also interest- | 
ing to note that even with the | 
increase in sales, the field for | 
trucks has not been covered in | 
any real sales effort. Those who 
are in touch with the situation 
claim that only one half of the| 
trucks that could have been sold | 
have actually passed from the 
dealer to the truck operator. 

Truck Sales Tip 

To back up this statement it is | 
shown that last year 88 per cent 
of the trucks registered were sold | 
by passenger car dealers and the 
remainder were sold by manu- 
facturers who operate their own 
branches, or sell direct to large 
fleet users. In the first six months 
of this year the sales through 
passenger car dealers had _ in- | 
creased to 90.3 per cent of the 
total registered. Last year of the 
total volume 80 per cent was sold 
by the truck manufacturer sell- | 
ing through his own exclusive 
passenger car dealer organization. 
In this list there appears the 
names of Ford, Dodge, Chevrolet, 
Reo, Austin and others. The fig- 
ures for 1934 show that sales 
through exclusive dealer sources 











has increased to 85.25 of the total 
registrations. 

From these figures it will be 
noted that the bulk of the truck 
sales comes from the dealers who 
contact with the largest number 
of potential buyers. On the other 
hand, truck sales experts point 
out with no little dismay, that in 
1933 only 23 per cent of the deal- 
ers with a truck franchise sold 
five or more trucks each and that 
25 per cent of the dealers having 
dual sales possibilities did not sell 
a single truck. They also show 
that of the number of dealers who 
sold less than 
majority of their sales were 
brought about by buyers actually 
coming into the sales rooms and 
selling the job to themselves. 

A Growing Trend 

Referring again to the field cov- 
ered by the makers of the trucks 
of 1% ton and less, the interest- 
ing fact is disclosed that with a 
standard panel body the vehicle 
carries a gross load of not ex- 
ceeding 1600 pounds in many vo- 
cational hauling jobs. Neverthe- 
less the same chassis when built 
up with helper springs and maxi- 
mum sized tires as well as appro- 
priate gear ratio changes is called 
upon to serve as transportation 
for loads running up to as high 
as 12,000 pounds when used on 
dump and trailer work. The same 
sized chassis when sold as a truck 
tractor will haul even greater 
loads on the basis that the unit 
is able to drag away a greater 
load than it can haul on its back. 

It is argued that if 23 per cent 
of the dealers having truck sell- 
ing franchises have sold approxi- 
mately 84 per cent of the trucks 
registered this year then a real 
selling campaign presents itself 


|in which the manufacturers of 


trucks as well as the makers of 
truck equipment should partici- 
pate. The need of a campaign 
which will include information 
for the dealer and his salesmen 
is shown when as of Jan. 1, 1934, 
there existed a potential market 
for 1,138,000 trucks, representing 
trucks which were dropped from 
registration lists during the de- 
pression years and those that are 
now eight years old or older 


| which should from an economic 


standpoint be scrapped. 
Sales Drives Needed 
One sales expert states that the 
truck selling job of 1934, with the 
increased possibilities presenting 
themselves through the Housing 
Act and other natural markets, 


five trucks the | 





should have resulted in doubling | 


the sales for the year. He claims 
that if the number of dealers who 
have sold less than five iobs could 


be called upon through an edu- | 
cational campaign to sell twice as | 
many before the end of the year | 





and that if the number of dealers | 


who have not sold a single job 
could be taught how to really 
sell the trucks, the truck industry 


would step forward at a pace 
which would upset all records 
even in the car manufacturing 


end of the business. 

The educational campaign the 
expert had in mind calls for closer 
co-operation between the truck 


manufacturer and the makers of | 


equipment. He feels that the 


makers of hoists bodies, winches, | 


dump bodies, third axles, tires, 
auxiliary transmissions, beer 
barrel equipment and milk tanks 
should step in right now and help 
the dealer by showing him how to 





take lies alain of the opportunity 
ahead of him. He adds further 
than one of the greatest needs of 
the dealer is a salesman who 
knows just how to fit the special 
equipment fo the truck and who 
can give the buyer the type of 
truck with the kind and size of 
equipment that best fits the com- 
plete unit for the kind of hauling 
it has to do. 


Ruling Pishaon Election 


Of Olds Representatives 

Lansing, Mich., Sept. 28.—Elec- 
tion of representatives by the 
Oldsmobile Employes’ Assn. has 
been postponed indefinitely be- 
cause of a ruling of the Automo- 
tive Labor Board which declared 
invalid any elections of any plant 
representative chosen after July 
17 of this year. 

The local committee met with 
the Labor Board in Detroit this 
week to protest against the order, 
but, after being informed that a 


new plan for coliective bargain- | 


ing which would be fair is being 


framed, the committee returned 
to Lansing. 
Letters were mailed to over| 


3,000 of the employes of the asso- 
ciation explaining conditions 
causing the postponement of the 
election. 

















New Departure 
Double N-D-Seal 


Chrysler Corp. Develops 
New Hard Coated Piston 


Detroit, Sept. 28.—Pistons of in- 
creased hardness are now.a feat- 
ure of Chrysler Airflow and 
Chrysler six motor cars. A new- 
ly developed electro-coating pro- 
cess, made available for mass pro- 
duction by equipment developed 
in the Chrysler plant is respons- 
ible for this engineering advance- 
ment. 

The process is simple. The pis- 
tons are immerced for 17 min- 
utes in a tank containing a solu- 
tion of sulphuric acid. This 


perature of 70 degrees. While in 
the solution the piston, carried on 
a conveyor, is the anode for the 
coating operation. It emerges 
from the tank with an aluminum 


inches thick 
thousandth of an inch.) 

In the electro-coating process, 
the piston rings and piston pin 
hole are treated as well as the 
| piston itself. Once the unit has 
received its coating of aluminum 
oxide further work cannot be per- 
formed as the surface is too hard 
for any tool, it is said. 

The piston is carried into the 








exclude dirt. 


oxide surface approximately .00025 | 
(one-quarter of a 





solution is maintained at a tem- | 





a cian hl noni oo 2 


Completely Sealed! 


The New Departure Double N-D-Seal 
Ball Bearing is permanently sealed on 


both sides to retain lubricant and to 


This revolutionary idea was pioneered 
by New Departure engineers. 


At the moderate speeds for which it is 


intended, maintenance 


lubricated for life. 


The New Departure Mfg. Co., Bristol, 
Conn., Detroit, Chicago, San Francisco. 


NEW DEPARTURE 


zero. The Double N-D-Seal bearing is 


solution on a specially designed 
rack, which is cleaned in caustic 
soda and rinsed before being 
loaded. The first step in the coat- 
ing process is to put the piston 
in a metal cleanser solution main- 
tained at a temperature of 150 
degrees. It then goes into a cold 
cleansing bath and from that into 
the coating bath, where it re- 
mains for 17 minutes. On emerg- 
ing, it goes into a cold rinsing 
tank and then into a hot tank 
that serves as a dryer. It is then 
ready for inspection and accept- 
ance in stock. 

The equipment for making this 
process a real production opera- 
tion was developed under the di- 
rection of the manufacturing staff 
of the Chrysler Sales Corp. 


McCuen Honored 


Lansing, Sept. 28.—C. L. McCuen, 
president of the Olds Motor works, 
has been appointed chairman of the 


industrial division of _ soliciting 
groups working for the Lansing 
Community Welfare Fund to_ be 
conducted Oct. 8-15. Assisting him 
is Don E. Bates, president of the 


Reo Motor Co. 





is reduced to 










































































DETROIT, 





To Manufacturers: 


The Austin Neighborhood Selling Plan can profitably 
be made a part of your promotion work for dealers. 
Why not let us discuss this subject with you? There’s 
no obligation. In the building of Neighborhood Service 
Stations Austin is drawing upon its 50 years experience 


, 








% A live question today! With a definite trend toward neighborhood- 
feeder sales and service stations. 

Alert car dealers in every section of the country, have already 
adopted the neighborhood method of selling. They are in touch with 
hundreds of prospects every day. This frequent personal contact is 
selling cars. 

Selection of the type of station has depended upon conditions sur- 
rounding each individual case. The following three types have been 
used with outstanding success: (a) Service Station with separate, one- 
car or two-car display. (b) Motor Car display combined with Service 
Station. (c) A complete car dealer’s establishment, embodying Motor 
Show display and a Service Station prepared to meet every need of the 
motorist ... gas and oil, lubrication, repairs on all makes of cars, 
accessories, tires, and batteries... designed and built for the most 
advanced neighborhood-feeder selling. 

How to profitably take such a step... design and build the most 
suitable, most efficient station . . . is not a simple problem. And this is 
why so many leading car dealers are turning to Austin, for practical 
design, engineering, and building experience in the automotive field. 
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otor row selling 





eighborhood selling 


WHICH? 


In the Austin organization these dealers have found an engineering 


staff keenly alert to the new trends that are affecting changes in manu- 
facturing, distribution, and sales . . . one also that has pertinent facts 
and figures quickly available ... knows the requirements of the new 
type of neighborhood station. These dealers have the advantage of a 
service that embraces every phase of super-service station operation. 

Austin Neighborhood Stations bring decided advantages to each 
community in which they are located. They are distinctive, modern, 
attention compelling ...they have 24-hour sales appeal. They are 
highly colorful, night or day, because of their insulated porcelain 
enamel walls and other attractive details. Individual designs and 
trade marks of the car manufacturer, oil and gas marketer, and dealer 
are closely duplicated. Austin Stations are custom-built, yet standard- 
ized for economy. They are permanent, yet movable and salvageable. 
Can be built of any materials steel, stone, brick, concrete, wood or 
doubly insulated porcelain enamel. Costs range from $1,000 to $100,000. 

The Austin Company, with offices from coast to coast, is prepared to 
apply its complete service to your individual problem, whether you con- 


template modernization or complete new stations. Phone, write or wire 


SERVICE STATION DIVISION 


THE AUSTIN 


ENGINEERS AND BUILDERS FOR THE AUTOMOTIVE 
CLEVELAND, OHIO 


THE 
AUSTIN METHOD 


COMPANY 


INDUSTRY 


THE 
AUSTIN METHOD 


Offices in Principal Cities 


MICH: 2842 West 


Grand 


ST Os SE EE SST 


Boulevard, Phone MAdison 


shows 






8874 





To Car Dealers: 


Austin is now building Neighborhood-Feeder Sales and 
Service Stations for leading dealers in many states. 
Modernization of present stations are also under way. 
These stations have one-car, two or more car motor 
the design, size and type depending upon the 
situation surrounding each case. Send Austin En- 





in the design and construction of complete plants for in- 










gineers a brief outline of your contemplated plans or 


call the nearest Austin office. 


al, 
ur ” 


dustry. Austin Engineers will gladly discuss any plant , ; é 
A typical example of modern plants now being built by Austin. 






modernization plans you may contemplate. 
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Says (;ood Used Car Man N eeded for Retail Success 


Profit is Froz 


ozen Until 


Last Trade is Marketed 


By J. H. REED 


Atlanta, Sept. 28 (UTPS).—That | 
the profits which the automobile 


dealer makes will ultimately de- 
pend upon the money he makes 
from his used car department is | 
the opinion of W. M. Meeks, Pon- 
tiac dealer of Atlanta, Ga., who 
has some very definite ideas on 
the subject of used car sales. 
“The man who makes the 
money for you,” says Meeks, “is 
not always the flashy 


and scores a touch-down with the 
sale of a $3,000 car. It is the) 
humble, hard-working 
of your firm—the salesman who 
specializes in the sale of used cars 
of from $125 up to $500—who runs 
up for you the necessary score in 
dollars and cents. 
Keeping ’Em Moving 

“Take a transaction which we 
handled here some weeks ago. I 
keep a record, on a single sheet, 
of each transaction so that I can 
tell exactly what the ultimate 
profit or loss is on the sale of 
each new car. In this particular 
instance, we had a certain model 
which had been on the used car 
floor for four months. 

“Our limit in holding used cars 
is 60 days. If a car is not off the 
floor by that time, we proceed to 
get busy and do something about 
it. 

“We had taken this car in in 
trade on a new Pontiac and, after 
fixing it up, put a sales price on 
it at $650. When it had not 
moved at the end of 60 days, we 
put the price down to $575. Still 
it refused to move, although well 
worth the price asked. At the end 
of 120 days, I told the salesmen 
to go out and do some good old- 
fashioned ‘long trading’ on _ it. 
But still the car remained with 
us. Finally I decided that the car 
must be moved for what it would 
bring. 

How It’s Done 

“Shortly after I had reached 
that decision, a man drove up in 
front of the door with a car that 
had evidently been involved in 
several accidents and repaired 
from a different model each time. 


It was neither fish, flesh nor fowl. | 


But the ‘component parts’ of 
which it had been rebuilt were in 
good shape. 

“So I took it in, and got $450 
in cash in addition for the model 
we couldn’t move. 

“Since that time, we have sold 
some $50.00 worth of parts from 
the non-descript model we took 


in, and we shall be able to sell | 
we shall | 
show a profit, on that sheet, of | 
perhaps $150 for the transaction. | 


other parts. All in all, 


“T mention this to show what 
the dealer is up against in these 
days and times. 


salesman is the key man in the 
dealer’s organization, 
the new car leaves the floor, one 
or two used cars must be sold 
before any profit is realized, and 
often, as in this case, sales are 
reduced to selling parts of cars 
that can no longer be disposed of 
as complete units in the automo- 
bile industry.” 
Record Help 

In addition to a “single sheet” 
system which shows where each 
transaction is at all times and 
whether or not a profit is made 
on the deal, Meeks believes in 
the used car lot as the best out- 
let for medium-priced used cars 

“We have tried all sorts of 
methods for showing used cars,” 
he said. “In general, the practice 
of showing used cars in the rear 
of the new car display or on an- 
other floor of the same building 
is not satisfactory. People who 
buy used cars often come in their 
overalls or shirt-sleeves, and they 


new car | 
salesman who comes across 0C- | 
casionally with the forward pass | 


linesman | 


I think it proves | 
my assertion that the used car | 


for after | 


are embarrassed at the array of 
|new and shining models. Time 
| after time, when we used this 
| Sy stem, our salesman would have 
to rush out of the door and grab 
prospects just as they were turn- 


| 
| ing away. 


“Tf we could get them through 
the ranks of the new cars, where, 
| perhaps, a super-salesman would 
| be showing a new model to some 
prosperous-looking business man, 
we were usually all right. The 
difficulty was getting prospects 
through the new car ranks. 


“I think that the ideal way to 
sell used cars is to have a sep- 
arate display room near-by or 


o-- 


“round the corner for all used 
cars worth from $350 to $700, with 
ample space also for cars on the 

lot, and then to have a display 
lot for cars worth up to $350. 
The class of people who purchase 
$500 used cars is not going to 
visit the display lot anyway. That 
class has to be dug up by the 
sales force. Then, too, there 
the question of selling and de- 
preciation to be considered. 


“During the winter, there will 
be many cold, rainy days in which 
no one will visit the used car lot 
and it is a waste of time to place 
the cars there. They can then be 
kept under cover and shown, 
you have a used car room. 

“As for depreciation, it is a 
good plan to bring every used car 
in at night anyway.” 

So firmly does Meeks believe in 
the importance of selling 
cheaper used cars, often taken in 
themselves on another used car, 








if | 


the | 


is | 





that he employs one salesman to 
do nothing else but sell used cars 
under $350 in price. 

“While the average new car 
salesman sells a lot of used cars,” 
he explains, “and must know used 
cars if he is to protect the dealer 
in his trade-ins, many of them do 
not like to handle cars below $350 
in value. They do not know 
where to go to get customers for 
this class of automobile. They do 
not know, either, how to handle 
them when they come in. They 
don’t have sufficient versatility. 
That is, I believe, the weak spot 
in many a dealer organization. 

“We are trying to overcome it 
by employing a salesman who is 
a specialist in the sale of cars 
averaging $250 in price. As a re- 
sult, we have no trouble in 


There, I contend, is where the 
final profit in every transaction 
lies.” 


dis- | 
posing of this type of used car. | 





\Chrysler Dealers 
Moved 113,823 
Cars This Yeu 


Detroit, Sept. 28.- Retail deliv- 


|} eries of Chrysler and Plymouth 


cars by Chrysler dealers for the 
38 weeks of the year 1934, includ- 


| ing Sept. 22, totaled 113,823 units. 


This is more than double the 
54,223 units reported for the cor- 
responding 38 weeks of 1932 and 
represents an increase of 26.1 per 
cent over the 90,250 units reported 
in the corresponding period of 
1933. The figures for Plymouth 
deliveries are in addition to the 
cars sold by the Dodge and De 
Soto dealer organizations. 

Chrysler deliveries in the week 
ending Sept. 22 showed a _ sub- 
stantial increase over those re- 


| ported for the preceding week. 


~ GROW WITH 





GEORGE E. SMITH 


Vice-president, Director and General 
Purchasing Manager 
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Sales Manager 
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GEO. L. BROWN 
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E. G. POXSON 


President, Reo Sales Corporation 





RAY A. DeVLIEG 


Vice President, Works Manager 


and Director 


R. J. FITNESS 
Chief Engineer 








Rising Employment Tells Story of Recovery Drive 





Auto Radio 
Plays Big Part 
At Electric Show 


New York, ‘Sept. 28.—The Na- 
tional Radio and Electrical Show, 
under the auspices of the Elec- 
trical Assn., of New York, opened 
at Madison Square Garden for a 
period of 10 days, beginning 
Sept. 19. 

The Edgewater, N. J., plant of 
the Ford Co. exhibited a con- 
vertible coupe and a tudor sedan 
with radios installed and the C. 
B. Warren Co. of New York 
showed a four-door LaFayette 
equipped in a like manner. Four 
of the New York City Police 
Dept. radio cars were on display 
in a booth used for the purpose 
of a the radio pa- 
trol _ System. graphic chart 
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showed that since the inaugura- 
tion of this system in March, 
1932, 9,200 arrests have been 
made and property valued at 
$2,400,000 has been recovered—all 
attributable to this method of 
police work. 


The Sparton Radio Co. spon- 
sored a booth for the Michigan 
State Police displaying, various 
methods of criminal identification 
and their state-wide radio patrol 
system. 


Firestone Complying 


Washington, Sept. 28.—Acting on 
representations made by the Na- 
tional Recovery Administration, 
Firestone Tire and Rubber Co. has 
informed the National Recovery Ad- 
ministration it has announced prices 
for its tires in conformity with 
NRA Emergency Order No. 410-15, 
fixing tire prices, and that it has 
directed its distributing organiza- 
tion to comply with these prices. 


Schweninger is Named 
To Federal Sales Staff 


Detroit, Sept. 28.—Federal Mo- 
tor Truck Co, announces the ap- 
pointment of W. L. Schweninger 
as Western sales 


manager, fleet 
division. 
Schweninger 


began his auto- 
motive career 
with the Chal- 
mers Motor Co. 
in 1915, later 
joining the Lib- 
erty Motor Car 





Co. and then 

the Hudson W.L. 
Motor Car Co. Sehweninger 
In 1922 he 


joined the Dodge Brothers organ- 
ization and for the past seven 
years has been active in the na- 
tional fleet business in the Middle 
West. 
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1168, 902 Workers Engaged 
In Parts Labor on Dec. 31 


Washington, Sept. 28.—The posi- 
tive fashion in which 1933 initi- 
ated recovery in the automobile 
industry is vividly illustrated in 
official census of manufactures 
figures released here today. The 
figures, dealing with motor ve- 
hicle bodies and motor vehicle 
parts, showed a total value of 
more than three-quarters of a 
billion dollars in the products of 
establishments engaged in this 
branch of the far-flung automo- 
bile industry. 

The exact total, $760,365,196, was 
19.6 below the value of products 
of the same manufacturing group 
in 1931, the last census of manu- 
factures year. However, whereas 
the trend in 1931 was steadily 


. Aggressive New Program of 


R. E. Olds and Associates Multiplies 
Value of Reo Dual Franchise 


_— an overwhelming majority of stockholders 


ratified the policies of the new Reo manage- 


ment, they paved the way for the most aggres- 


sive, forward-looking program in the history of 


this pioneer company.. . 


. With R. E. Olds as 


chairman of the board, Don E. Bates as president, 


and talent of recognized distinction in the engineer- 


ing, production and sales divisions, Reo is definitely 


ON THE WAY!.. 


Already the onward, upward 


march has started. Truck sales have been gaining at 


a spectacular rate. 


The new Reo Flying Cloud 


for 1934 has been received by dealers and the 


public as one of the greatest values of the year— 


a car of superb appearance, construction and per- 


DON E. BATES 
President and Director 





formance... . 


Every day sees 


industry. 


REO 


R. E. OLDS 


Chairman of the Board of Directors 





a rising interest in the Reo SELF-SHIFTER, a steady, growing 
acknowledgment of its influence on the future of the entire 
A basic improvement that is here to stay, it is a 
“natural” for demonstrations, a tremendous factor in dealers’ 
rapidly increasing sales.... Yet the new Reo program is 
scarcely started. Plans now materializing point to a dealer 
opportunity such as has seldom been equalled. ... Reo offers 
the liberal, exclusive type of franchise that makes its dealers 
substantial merchants—not merely one of a number of repre- 
sentatives competing with one another in the same community. 
..+ The time to get in on the ground floor and GROW WITH 
REO is NOW! Write or wire today for a confidential out- 

line of the NEW REO PROGRAM! 


MOTOR CAR COMPANY, LANSING, MICHIGAN 





seal» | downward from the beginning to 

the end of the year, that for 1933 
was in the opposite direction. 

In none other of the manifold 
census totals is this story so 
cefinitely told as in the figures on 
employment. 

Taken by quarters, these totals 
show a steadily upward trend 
throughout the year until the very 
end when a slight drop was re- 
corded. In March the motor ve- 
hicle body and parts plants were 
giving employment to 115,752 per- 
sons. By June, the number had 
increased to 146,245. September 
found payrolls extended to in- 
clude 168,902 while those on the 
roster in December numbered 
167,081. 

Manufacturers using the stand- 
ard form for making their re- 
ports—that is, the larger ones— 
listed products valued at $726,- 
537,308. This tabulation included 
1,419,052 passenger car bodies 
valued at $167,852,681; truck, com- 
| mercial and other bodies, $11,670,- 
090; radiators, $16,443,269; 1,367,- 
465 front axles valued at $10,985,- 
633; 1,251,286 complete rear axle 
assemblies, $33,548,172; 11,667,072 
wheels (other than six-wheel sets) 
valued at $14,410,290; transmission 
and differential gears, $26,273,819; 
and, frames, $15,693,976. 

The census does not include en- 
gines, springs, tires, batteries, 
ignition apparatus, starting and 
lighting systems and stamped 
sheet-metal products which are 
| classified in other industries. It 
covers those establishments en- 
gaged primarily in the manufact- 
ure of motor vehicle bodies and 
other parts (enumerated in the 
paragraph above) intended for 
sale or transfer to motor vehicle 
manufacturing and assembling 
plants. 

A sharp decrease in the number 
of establishments covered in the 
census between the years 1931 and 
1933 is shown. In the two year 
interval, the number declined 
from 940 to 696. The average 
|number of wage earners for the 
year, however, failed to drop pro- 
portionately. In 1933, it was 145,- 
656 as compared with 150,649 in 
the previous biennal census year. 

Wage rolls in 1933 totaled $148,- 
229,993 as compared with $193,- 
| 770,459 in 1931. 

Cost of materials, including fuel 
and electrical energy purchased 
| during 1933 aggregated $439,144,- 
931 as compared with $516,945,484 
in 1931. 





| Missing Witness 
~ Found in Army 
Contract Probe 


1) 
comic 


(Continued from Page 
| not entirely without its 
elements. 

He disappeared from his hotel 
in Washington late last Winter 
after Federal agents had quizzed 
an associate, R. C. Remick, in- 
cidental to the grand jury inves- 
tigation of War Department con- 
‘tracts. His action in disappear- 
ing, without trace, from the Capi- 
tal earned for him the sobriquet 
“missing witness” which filled the 
| newspaper headlines for several 
| weeks, including those of ADN. 

Then, it was announced that he 
|} had been called. It eventuated, 
however, that there were two 
Frank Speichers in the tire and 
tube business and the one sum- 
moned here from Ohio turned out 
to be the wrong one. 

He was dismissed as a witness 
|and the search resumed for the 
“right” Speicher who now has 
been found but remains still a 
“mystery witness” in that only 
| the Department of Justice and 
the House sub-committee chair- 
man know where he can be 
| found. 
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Cotton, Tobacco Receipts 


Aid Southern Truck Mart 





Atlanta, Sept. 28 (UTPS).—Im- 
proved conditions in the South- 
east have provided a very encour- 
aging outlook this fall for truck 
dealers in Atlanta, many of whom 
serve a wide territory with the 
Gate City of the South as its 
center. 

First and foremost on the “en- 
couragement list” for truck deal- 
ers is the price of cotton. As it 
now stands, cotton planters in the 
Southeast stand to receive $90,- 
000,000 more for their fleecy staple 
than they did last season. This 
will not only place many farmers 
directly in the market for trucks, 
but, since prosperity in the South- 
east is absolutely dependent upon 
cotton, will result in the sale of 
trucks in many other lines of 
business. 

Next comes tobacco, which is 
causing a very real boom in 
South Georgia and promises a 
similar boom in South Carolina. 
Bright leaf growers in this sec- 





tion produced much less tobacco 
than in 1932... but they get 50/| 
per cent more for the crop they 
did grow. Therefore the truck | 
market in this section is better 
than it has been in years. 

With the last cars of the peach 
crop gone to market, it has been 
announced that the crop amount- 
ed to 10,000 cars and brought in | 
$3,500,000 to producers in Middle 
Georgia. An interesting feature | 
about this year’s peach crop was | 
the decided increase in the per- | 
centage of the crop shipped by | 
truck. It is estimated that be- | 
tween 20 and 25 per cent of the 


Border Cities 
Chrysler Men 
At Tech School) 


Windsor, Ont., Sept. 28.—Forty- | 
two Chrysler Motors employes | 
from the Border Cities have en- | 
rolled in the evening classes of 
the Chrysler Institute of Engin- 
eering in Detroit, according to W. 
E. McGraw, chief engineer of the 
Chrysler Corp. of Canada Ltd. 

“These evening classes,” stated 
McGraw, “makes it possible for | 
our ambitious young employes to | 
continue their education in high | 
school and university subjects. 

“There are three courses—high | 
school, undergraduate and grad- 
uate, so that it is possible for a| 
student with a public school edu- 
cation to start in the high school 
course and leave the Institute | 
ultimately with a untversity de- | 
gree recognized throughout the 
world. Not all of the students, 
however, aim at this degree of | 
Bachelor of Science in Mechani- 
cal Engineering. Many of them 
are simply improving their 
knowledge of business subjects to 
fit them for better work in their 
present positions. A business ad- 
ministration section awards suc- 
cessful students a certificate of 
competence at the end of a two- 
year course, 

“The instructors in both engin- 
eering and business administra- 
tion are all specialized teachers 
and instruct the students in the 
most advanced theory and prac- 
tice, as well as in fundamental 
principles. 

“This year’s enrollment estab- 
lishes a new record for our Ca- 
nadian organization,” concluded 
McGraw. 








Labor Peace Looms 


Minneapolis, Minn., Sept. 28.—A 
move toward permanent settlement 
of the difference between the Min- 
neapolis truck owners and the driv- 
ers’ union was made today when 
four men, two representing the em- 
ployers and two the union, were 
selected to sit on a board of arbi- 
tration on wages for workers. A 
fifth member, an impartial chair- 
man, identified with neither group, 
is to be named by the four. The 
board was named in compliance with 
a settlement provision of the last 
truck drivers’ strike. 


crop was shipped by truck. The 
trucks, to-be-sure, were operated 
by commission houses rather than 
the growers themselves... but 
to a truck dealer, trucks 
trucks. 

Finally, department stores in 
the Southeast are showing the 
greatest increase in business... 
20 to 25 per cent... of any de- 
partment stores in the country. 
This means that many stores will 
be in the market for 
ments in their fleets of trucks, 
and a few will completely reno- 
vate their fleet. 

As a result of this situation, 
truck dealers in Atlanta are look- 
ing forward to one of the best 
fall and winter seasons that they 


have had in years, and even the | 


fact that the Georgia legislature 
meets next year fails to dampen 
their enthusiasm. 


is | 


replace- | 


| Mammoth Engine Casting 





| The Ingersoll Rand Co. has recently turned out this gigantic alumi- 
num casting for Bohn Aluminum & Brass Corp. 


| ufacturers to formulate a definite 

program reflecting the views of in- 

Lansing, Sept. 28.—Clarence C.| dustrialists upon the proper rela- 

Carlton, secretary of the Motor! tionship of government to business, 

Wheel Corp., has been appointed a] for presentation before January to 

member of the committee sponsored | Congress and the national adminis- 
by the National Association of Man tration. 


Government Relations 








Southern Group 


Asks Withdrawal 
Of NRA Program 


Greensboro, N. C., Sept. 28. 
The Virginia-Carolinas Automo- 
tive Jobbers’ Assn., meeting here 
Sept. 18, adopted a resolution call- 
ing upon General Hugh S. John- 
son, national recovery admini- 
strator, to withdraw the NRA 
program from the industrial and 
commercial activities of the auto- 
mobile wholesale industry. 


Copies of the resolution were to 
be submitted to the national code 
authority for the automotive 
wholesale industry and to the Na- 


| tional Automotive Jobbers’ Assn. 


Gordon Johnson, of Roanoke, 
Va., was elected president of the 
Virginia-Carolinas Assn., succeed- 
ing L. T. White, of Raleigh. Wal- 
lace D. DuPree, of Spartanburg, 
was elected vice-president, and R. 
A. Dickson, Gastonia, was named 





| secretary and treasurer. 
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USES MODERN MOHAIR VELVET UPHOLSTERY 





KNOW 
says Mr. C. P. Turner, President 
of Nash Philadelphia Company of Phil- 
adelphia, Pa., Distributors of Nash and 


“WOMEN 


ae 


Lafayette Automobiles. “ 


that mohair velvet represents high value 
in a car’s interior. When they jind this 


type of upholstery in our 


models, they regard it as symbolic of 
the value this great car represents in 


Modern Mohair Vel- 


every part. 


vet helps swing sales.” 
















THE experience that comes with 
building a million cars is concen- 
trated in the new Nash. Altogether 
modern in its styling; yet like its 
predecessors, built to stay built. 
The interior of the Nash, and the 
“iewelled-movement” Nash-built 


and more 


FABRICS,” 
Lafayette as well, is in keeping with 
the rest of the car. Modern Mohair 
Velvet upholstery in many of the 


models helps make it so. This new 


They know 


new closed Upholstery is “high style” — yet clothing. . 


by no means faddish; and is able 
to “take it” for thousands and thou- 


9° 


sands of miles of hard, daily service. 


The low pile of Modern Mohair 


CORPORATION, 
New York. 


—Velvets of Enduring Beauty. 





Velvet gives this type of fabric style 
and tailoring quality that are in 
character with the fine lines and 
appointments of quality cars. And 
this same low pile—shorter, cooler, 


comfortable than old- 


fashioned “plush”—contributes the 
practical features that mean so 
much to car owners; long life, ease 
of cleaning, and minimum wear on 


. . Cot~ins & AIKMAN 
200 Madison Ave.. 
Makers of Ca-Vel 
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788 NEW DEALERS 


HAVE JOINED STUDEBAKER 


SINCE OCTOBER 1, 1933 





EALER interest in the Studebaker franchise 

has grown enormously during the past 
twelve months— 788 of the most aggressive, most 
desirable dealers in America have switched from 
other cars to Studebaker. 

And here’s an indication of the business they’ve 
done—during the first seven months of this year, 
Studebaker registered 183% more Studebaker pas- 
senger cars than in the same period of 1933.* 

This sensational gain was made in a period 
when the passenger car industry as a whole was 
showing only a 41% increase. 


New “year-ahead” models 
swell the total 

Studebaker has shipped in excess of 60,000 units 
since the new ‘“‘Speedway-Skyway” models were 
introduced. 

And Studebaker’s sensational new, “year- 
ahead” models introduced in June are contrib- 
uting impressively to this spectacular showing. 


*From Auto Topics, Sept. 8, 1934 


They are giving Studebaker dealers oppor- 
tunities not available to dealers who must still 
try to move cars introduced last January. 


Big things ahead 
for Studebaker dealers 


Now is the time to apply for a Studebaker franchise. 

Get in now and get out in front before the year 
ends. The Studebaker contract protects you 
against multiple dealerships and allows you to 
take advantage of changing conditions satisfac- 
torily. 

With a Dictator at $695 and up, a Commander 
at $865 and up and a President at $1170 and up, 
the Studebaker line gives you coverage of 95.5% 
of today’s new car market. 

Don’t wait till your chance is gone. Write or 
wire today in confidence to Paul G. Hoffman 
(himself an active and successful Studebaker 
dealer), President, The Studebaker Sales Cor- 
poration of America, South Bend, Indiana. 


New “year-ahead ” 








FROM THE SPEEDWAY COMES THEIR STAMINA 


ote bos 






FROM THE SKYWAY COMES THEIR STYLE 
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Truck Group Pledges 


Support in Tax Battle 


Indianapolis, Ind., Sept. 28.—Ac- 
tive participation of the Motor 
Truck Assn. of Ind., Inc., in a 
drive being launched by motoring 
organizations seeking to reduce 
taxes is signalized in a statement 
issued here by Charles E. Fore- 
man, president of the Mid-West- 


ern Petroleum Corp. and a direc- | 


tor of the trucking association. 
Citing the huge total reached 

by gasoline tax collections and 

other fees and also the fact that 


these levies have become so high | 


that reductions in collections have | 
resulted of their own weight. 
Foreman warns the tax grabbers 
that they are “killing the goose | 
that laid the golden eggs.” 

“The 1934 yearbook of the Na-| 
tional Automobile Chamber of | 
Commerce shows that while mo- 
tor trucks comprise 13 per cent 
of all motor vehicles they pay 25 
per cent of all motor taxes,” he 
pointed out. “It is, therefore, 
reasonable to conclude that this 
important vehicle of industry is 
discriminated against and deserv- 
ing of tax relief along with the 
passenger car. 

“This is a point of the 1935 leg- | 
islative program of the Motor 
Truck Assn. of Ind., in the pro- 
posal to repeal the present license 
fee on automotive equipment and 
return to the original registra- | 
tion law which provided a flat 
registration fee of $3 a vehicle.” 

Proposal of a flat $3 registra- 
tion fee for motor vehicles was 
made some time ago in the pro- | 
gram outlined for the 1935 legis- 
lature by the Hoosier Motor Club. 
The trucking association, how- 
ever, goes even further and asks 
that the four-cent state gasoline | 
tax be reduced to three cents a} 
gallon, which move, it is under- | 
stood, will have the backing of | 
the larger oil refiners operating | 
in this territory. 

Other points 


which will be 





Connecticut Inspections 


Curb Coach Accidents 


Hartford, Sept. 28.—Of nearly 
500 school buses inspected during 
August by employes of the State 
Motor Vehicle Department in 
preparation for the school term | 
opening, only 75 were approved 
unconditionally, while minor re- | 
pairs and replacements were re- | 
quired on 362 others and a num- 
ber were flatly rejected for school 
transportation use, Commissioner 
Michael A. Connor reports. 

The inspection is made annual- | 
ly and to it is attributed the fact | 
that no fatalities have occurred 
in Connecticut school bus acci- | 
dents during several years. 








Chicago Auburn Names 
Gollmar Retail Chief | 

Chicago, Sept. 28—George J. 
Gollmar, well known in Chicago 
and west coast automobile circles 
for many years, has just been 
named as retail sales manager of 
the Auburn Automobile Sales 
Corp. of Chicago. Announcement 
of his appointment is made by 
Lloyd Johnson, president of the 
company, which is the Auburn 
distributor in this area. 

Richard J. Stenger, who has 
served as both wholesale and 
retail sales manager, will, it is an- 
nounced, give his full time to 
wholesale activities. 

Nearly 30 new dealers have 
been added by the company in 
the Chicago territory since Jan. 
1, it is made known by Johnson. 
The newest acquisition is the 
Ridge Motor Sales Co., of Evans- 





ton, whose president, M. S. 
Reichelt, declared he was at- 
tracted to the Auburn line by 
the recently introduced new 
models. 


Acetylene Men to Meei 


Pittsburgh, Sept. 28. — Prepara- 
tions are fast assuming final form 
for the amnual meeting of the In- 
ternational Acetylene Assn., which 
will be held at the William Penn 
Hotel, Nov. 14, 15 and 16. 





pushed by the association include 
the operation of the state high- 
way police under the merit sys- 
tem, elimination of the truck 
weight tax, prohibition of gasoline 
tax diversion for any purpose 
other than highway maintenance 
and bond retirement, taking over 
of all streets in municipalities 
that are on state routes by the 
state highway department, issu- 
ance of drivers and chauffeurs li- 
cense for four years, use of the 
net sum raised by the sale of 
motor vehicle titles and contain- 
ers by the state highway police, 
and the four-fold increase of the 
state police department. 


An educational campaign will 
be carried on by organizations in- 
terested in the proposed reduc- 
tions until the meeting of the gen- 
eral assembly next January, ac- 
cording to Foreman’s statement. 


of 








Propose Amendment To 
Axle Shaft Makers’ Code 


Washington, Sept. 28—An 
amendment to the code of fair 
competition of the replacement 
axle shaft manufacturing indus- 
try was proposed here this week. 
It provides for the submission of 
a budget for code administration 
and the establishment of a basis 
of assessment of industry mem- 
bers. 

Opponents of the proposed 
amendment are given until Oct. 
8 to file objection thereto with 
NRA Deputy Administrator, Jo 
G. Roberts. 


Socony ‘Clinic’ 


Chicago, Sept. 28.—Conducted by 
W. J. Gerwe, manager of the Chi- 
cago automotive division of the 
Socony-Vacuum Oil Co., Inc., the 
first of a series of fall clinics for 
Mobiloil dealers and their employes 
was held Tuesday night at the Con- 
gress Hotel. The purpose as an- 
nounced is to promote better service 
through Mobiloil outlets, and to sup- 
ply each dealer and employe with 
accurate lubrication and _ service 
maintenance information. 


EVERY PROSPECT YOU 
HAVE KNOWS THAT... 


Expect Record 
Attendance At 
ASTI Exhibition 


Cleveland, Sept. 28.—Three hun- 
dred and two exhibitors took 67,- 
570 square feet of space to make 
the 1934 Automotive Service In- 
dustries Show to be held in Cleve- 
land Nov. 19 to 23 the biggest ex- 
position in the history of the in- 
stitution. 


The space drawing was con- 
ducted by the Joint Operating 
Committee at Cleveland, Sept. 14, 
and resulted in complete occup- 
ancy of the vast New Exposition 
Hall in which the show will be 
held. 


Members of the committee fore- 
cast the biggest and most com- 
prehensive display of parts, acces- 
sories, equipment and _ supplies 
that has ever been offered for 
general inspection. 


The usual attendance rules will 
prevail during the_ exhibition. 





Monday and Tuesday, Nov. 19 and 


20, the attendance will be re- 
stricted to members of the spon- 
soring organizations; namely, the 
National Standard Parts Assn., 
the Motor and Equipment Mfrs. 
Assn. and the Motor and Equip- 
ment Wholesalers Assn. Wednes- 
day and Thursday will be invi- 
tational days; and on Friday the 
trade in general, including retail- 
ers, will be admitted. 


Requests for reduced fare cer- 
tificates and other responses al- 
ready in the hands of the man- 
agement indicate that the jobber 
attendance at the 1934 show will 
break all records. 


Plan Welding Clinic 

New York, Sept. 28.—Completion 
of plans for the holding of a four- 
day welding clinic in New Orleans 
starting Oct. 24 has been announced 
by the Linde Air Products Co., dis- 
tributor of materials and equipment 
for oxy-acetylene welding and cut- 
ting. This will be the fourth large 
clinic of this type sponsored by this 
company this year, the others hav- 
ing been held at Birmingham, Ala.; 
Houston, Tex., and Cleveland, O. 







CEA CAR IS NO SAFER 
THAN THE GLASS IN 
ITS WINDOWS.... 











Midwest Sales 
Show Decrease 
During August 


Chicago, Sept. 28.—Analysis of 
the Federal Reserve Bank of Chi- 
cago report covering automobile 
sales for August in the middle 
west today showed decreases, by 
comparison with July, of 9.1 per 
cent in the number of cars sold 
at wholesale, 14.7 per cent in re- 
tail sales, 14.6 per cent in new 
car inventories and 2.5 per cent in 
used car sales. 


On the basis of comparison with 
August, 1933, wholesale sales were 
18.1 per cent less in number, re- 
tail sales 23.6 less, stocks of new 
cars 30.5 per cent higher, and 
used car sales 20.2 per cent lower 
than a year ago. 

August was the first month to 
register an improvement over the 
corresponding month last year. 
This is attributed to the sensa- 
tional sales record hung up dur- 
ing the earlier months of 1934 





and the fact that in 1933 the 
impetus came suddenly during 
August, carrying through for sev- 
eral months thereafter. 


Syracuse Mayor to Aid 
Franklin Reorganization 
Syracuse, N. Y., Sept. 28. 

Mayor Rolland B. Marvin has 

issued a statement to the effect 

that the city administration will 
do everything possible toward 


lightening the tax burden on the} 
property of the H. H. Franklin | 


Mfg. Co. and thus facilitate the 
reopening of the plant, which has 
been in bankruptcy since last 
April. The city has a claim of 
well over $200,000 for unpaid 
taxes, and it is anticipated that 
a way will be found to cancel, 
or at least reduce this obligation. 
There are also unpaid county 
and state taxes. 


The mayor’s statement followed 
a conference with representatives 
of the Syracuse Chamber of Com- 
merce and New York City inter- 
ests, who are working on a plan 
for the reorganization of the 
Franklin Co. 





AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 29, 1934 


Oct. 4 Is Deadline for 
Car Heater Objections 


Washington, Sept. 28.—Members 
of the automobile hot water 
heating manufacturing industry 
this week were given until Oct. 
4 to file with NRA exceptions to 
a proposed amendment to the in- 
dustry’s fair practice code which 
would authorize assessment of 
fees to finance code administra- 
tion. 


The proposed amendment would 
authorize the code authority to 
prepare an administrative budget 
together with a basis of contri- 
bution by members of the indus- 
try. The proposal has been sub- 
mitted to Deputy Administrator 
Jo G. Roberts. 


”Y a . . 7 

To Subsidize Exports 

Washington, Sept. 28—lIt is re- 
ported that in the future the Italian 
government plans to grant a draw- 
back of 150 lire per 100 kilos of 
weight on export of Italian automo- 
biles. This will amount to a sub- 
sidy of approximately $70 on the 
average car. It is provisionally 
planned to permit the subsidy until 
June 30, 1935. 








Sparks 









Chris 
y Sinsabaugh 


(Continued from Page 1) 


various manufacturers can con- 
tribute. * * * 


WHEN I LOCATED Ford’s 
English plant, in Blackpool in- 
stead of Dagenham, in _ this 
writer’s mid-week column “In the 
Pink” of Sept. 19, my foot slipped, 
a fact which I found out when 
Edsel Ford himself sent me a 
little note to the effect that 
Blackpool is a resort where the 
Ford dealers assembled to learn 
all about the new low-powered, 


low-cost model the Dagenham 
plant is putting out. "’Twasn’t a 
bawling-out such as often a 


columnist gets for a slip of this 
sort—-just a friendly correction, 
which is accepted in the spirit 
in which it was given. 


* * * 
YEARS AND YEARS ago—it 
must be at least 25—one of the 


English nobility, a Lord Some- 
thingoranother, came to Chicago, 


$$$ sss 


() MANY MANUFACTURERS NOW 
PROVIDE SAFETY GLASS ALL- 
AROUND AT NEW LOW PRICES 






























help you sell more automobiles. 


LIBBEY’ OWENS:FORD 
SAFETY GLASS 


because the biggest advertising campaign ever put behind Safety 
Glass is telling those two things to millions of people every week. 


The only way to capitalize on this advertising and this awakened 
public consciousness is to order your cars from the factory with 
Safety Glass All-Around. Have them on your floor, ready for 
delivery. Do that, and Safety Glass All-Around at new low prices will 











where I held forth at the time, 
to show the Stepney spare wheel. 
It was an extra wheel and tire 
fastened to the operating wheel 
so that if the latter punctured or 
blew, the spare would be instan- 
taneously operative. It was crude 
indeed and never got to first base. 
But it represented what the auto- 
mobile industry always has 
wanted, a safeguard against punc- 
tures and blowouts. 


Now, after this quarter cen- 
tury, there comes into the pic- 
ture the product of the American 
Tire Guard Co. of Detroit, which 
seems simplicity itself in opera- 
tion and, while affording protec- 
tion, is so unobtrusively applied 
to the inside of each wheel felloe 
as not to be noticeable. 

I had a ride in a car so fitted 
the other day. The tire guards 
are steel wheels welded to the 
inside of the rims, coming to 
within two inches of the road 
with the pneumatics fully inflated. 
In case of a puncture or blowout 
the tire guard becomes the tire 
itself without any noticeable dif- 
ference in operation or car con- 
trol, I am told. So the driver can 
continue without ruining the cas- 
ing and is relieved of worry. And, 
too, even without a blowout, it is 
declared that the driver can get 
more mileage out of his tires 
through assurance that the tire 
guard will protect him in case of 
trouble. It seems to be a check 
on the flat tire nuisance. 

ae ok eo 

THE OTHER DAY Detroit 
newspapermen were treated to 
something that demonstrated 
rather forcibly, I thought, the 
great lengths to which the auto- 
mobile industry is going in the 
endeavor to provide not only the 
elements of speed and stamina, 
but riding qualities that leave the 
driver as free as possible from 
the thing which seems destined 
to be known as “auto fatigue.” 

“merson J. Poag, of Dodge 
Brothers, put it neatly when he 
said: “Engineers can measure 
dimensions, torques, stresses, 
power and what not, but nobody 
has yet put a micrometer on the 
two most important motoring 
units, the body and the nervous 
system of the man behind the 
wheel.” + + * 

ANYWAY, those who attended 
the Dodge-sponsored meeting at 
the Statler had something new 
sprung on them in an illustrated 
lecture by Dr. Andrew H. Ryan of 
Chicago, The doctor, I found out, 
is a noted physiologist, a leading 
authority in the study of all that 
causes the deterioration or im- 
pairment of human _ functions. 
The speaker certainly kept his 


| audience spell-bound for over an 


hour, telling of and illustrating 
the queer ways in which he man- 
ages to measure and_ record 
fatigue. And if you want to know 
more about what it all is about, 


| Dodge is putting out a booklet 


which can be had for the asking. 


* * * 


INDICATIVE of how 1935 is 
opening up, there is Al Engel, 
Detroit sales manager of Stewart- 
Warner, rubbing his hands over 
an order he has received from 
a big Detroit corporation for its 
speedometer equipment. It’s go- 
ing to run into serious money— 
something better than $1,000,000, 
it is calculated. And, too, Engel 
advises that his branch already 
has doubled the business it did 
in '33. ae tie 


DETROIT has been reading 
that bright department in Liberty 
Magazine, “To the Ladies,” writ- 
ten by Princess Alexandria Kro- 
potkin, a direct descendent of the 
first czar of Russia. Well, this 
motor capital had a chance to 
become acquainted with the 
princess the past week. My fel- 
low columnist was in our midst 
and automotively minded, for she 
inspected the Ford plant, ran out 
to Flint to visit President Harlow 
Curtice of Buick, talked to the 
Women’s Advertising Club and, 
for good measure called on Lib- 
bey-Owens-Ford at Toledo. 











‘‘“-a word in edgewise” 





(Continued from Page 4) 
withal to give the embryo a “de-; he could write or converse bril- 
cent birthright,” but when the| liantly in all of these languages. 
first issue of A4DN went to press| He not only could write plays, 
in New York on Aug. 25, 1925, it| but he could direct them or as- 
carried the name of Walter C.| sume the lead if need be. At 
Boynton as Detroit editor. | 58 he would leave the water of a 
How much credit for the proper | Swimming tank with the alacrity 
introduction and sound editorial | of @ boy of 18. 
policies which he contributed to| To encompass all this within 
this publication during those hec-| three score years of life would 
tic, early days, I alone am con-| seem that each day, each week, 
scious of. And although greater | each year in Walter’s life was 
opportunities developed and he} multiplied by two. 
left in later years for broader * * & 
fields, I always knew that deep | COULD HE SPEAK to us to- 
- _ great heart of his = zi day, he would have no quarrel 
ha er spot for ADN, akin, I | with his Maker, and undoubtedly 
ought, to his undying love for} fo ift of 
his alma mater, the University of only —_— for the eae 
Michigan. | his exit, but to us who intimately 
watched him tread the stage of 


, b life, comes only the empty echo 
FOR THE NEWS of his sudden | o¢ our curtain-calls. We'll look 





* a Ee 


passing last Sunday morning in| for him outside the last stage-| died 


Washington, we were completely| goor when we too pass through. 
unprepared. It seems to me now|/q y_ §, 
as I write this, that it is all an} 
awful nightmare and that he will 
pop in at my office door, coatless | 
and hatless, with that grand smile 
of his; a “hi, Mertz,” and a new 
story or limerick, the reciting of 
which will give him as hearty a 
laugh, as it does me. 
Somehow I don’t know where to 
turn for anyone to fill the par- 
ticular niche in my life that I 
now find was reserved only for 
Walter. All of the things which 
I should know, but don’t, Walter | 
knew. He had learned them, not 
in the easy way—by experience | 
with the passing of the years 
but in the hard way, from lone- |} 
some teachers and heavy books. | 
He knew “not a lot about a little” | 
but a lot about all the worthwhile 
things that only a truly 


" 


broad | 
education can bring. He not only | 
loved music and had served his | 
time as a critic, but he could hold 
his own with his cello, in the 
company of symphony artists who | 
made their living from their art. | 
Not only could he read and recite | 
Latin, French and English, but | 


m 





Present Officers 
In Brake Lining 
Group Returned 


TU 


i 


New York, Sept. 28.-The Brake 
Lining Manufacturers re-elected | 
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| |}95% Dealers 





Walter Channing Boynton, first 
Detroit editor of Automotive 
Daily News, and later connected 
with Campbell-Ewald Co., who 
suddenly in 
His funeral was held in 
Detroit Wednesday. 


D. C. 


Favor Code, 


Says Vesper 





Detroit, Sept. 28—The NRA 
code of the automobile retail 
trade is entering upon its third 
phase of existence—that of en- 
forcement, F. W. A. Vesper, presi- 
dent of the National Automobile 
Dealers Assn., told 300 Michigan 
automobile dealers assembled 
Thursday at the Statler Hotel. 

Like the drafting of the code, 
and organization under it. en- 
forcement must be carried out by 
the dealers themselves, he said. 

The automobile dealers’ code is 
considered a model in Washing- 
ton, Vesper said; 31,000 dealers 
throughout the country have been 
brought under it; 95 per cent of 
the dealers want to live up to its 


“There is complaint that the 





code is not being adequately en- 
forced,” the speaker said, “that 
‘chiseling’ goes on everywhere. 
Violators should be and shall be 
brought to book, of course, but 
you dealers must realize that laws 


do not enforce themselves. It is 
up to you to make the code work. 
Nobody else is going to do it for 
you.” 


Vesper said in his opinion no 
matter what changes occur in the 
NRA, or whether it is allowed to 
expire next June, the fair com- 
petition provisions of the automo- 
bile dealers’ code would endure. 


“If we muff this chance, it will 
be just too bad for us,” said Aaron 
DeRoy, president of the Michi- 
gan Automotive Trade Assn., 
chairman of the State Advisory 
Committee, and Michigan Com- 
missioner for the Motor Vehicle 
Retail Trade Code. A shoppers’ 
check of Wayne County dealers, 
| he said showed 90 per cent of the 
| 





dealers adhering to the code, 8 


| provisions. In the past few weeks | per cent more or less uncertain, 
Washington, | in 14 states 61 dealers have been 
, convicted of violations. 


| and 2 per cent openly offering to 
| violate the code provisions in or- 
der to obtain business. 








their code authority members at —— 
the annual meeting of the indus- SS oe ———— It HAS been esti- 


try, held Sept. 17, retaining in 
office the men who have admin- | 
istered the code for the brake | 
lining manufacturers during the 
past year. The officers re-elected | 
were as follows: 


W. C. Dodge jr., of Keasbey & | 
Mattison Co., chairman of the | 
sub-code authority of the brake | 
lining division, and division mem- | 
ber of the asbestos code author- 
ity; M. F. Judd, of Raybestos 
division of Raybestos-Manhattan, 
Inc., member of the sub-code au- 
thority; A. B. Kempel, of Rex- 
Hide, Inc., member of the sub- 
code authority; D. R. Weedon, of 
Keasbey & Mattison Co., treas- 
urer, and W. J. Littlefield, secre- 
tary-general manager. 


The Brake Lining Mfrs.’ Assn. 
held its annual meeting concur- 
rently with the industry meeting 
and elected the following officers 
for the coming year: 


W. C. Dodge jr., Keasbey & 
Mattison Co., president and mem- 
ber of the executive committee; 
A. B. Kempel, Rex-Hide, Inc., 
1st vice-president and member of 
the executive committee; H. A. 
Gillies, American Brakeblok 
Corp., 2nd _ vice-president and 
member of the executive commit- 
tee; D. R. Weedon, Keasbey & | 
Mattison Co., treasurer and mem- | 
ber of the executive committee, 
and W. J. Littlefield, secretary. 


Additional members of the ex- 
ecutive committee include: M. F. | 
Judd of Raybestos - Manhattan, | 
Inc., T. L. Gatke of Gatke Corp., 
J. C. Johnston of Atlas Asbestos 
Corp., G. M. Williams of Russell 
Mfg. Co. 


no emphasis. 


analysis. 








make steel that facilitates the manufacture of 


fine springs of long life. 


BETHLEHEM 7c ALLOY STEELS 


mated that in the life of the average motor car 
each spring is flexed approximately 30,000,000 
times. In view of that, the need in spring steel 


for fatigue-resistance above all else requires 


High fatigue-resistance depends more on the 
care exercised in making the steel than on the 
From the time silico-manganese 
spring steel was pioneered in Bethlehem’s 
plants a quarter of a century ago, Bethlehem 
metallurgists have been in close, every-day 
touch with the problems of spring-makers. No 


stone has been left unturned in the effort to 








! 
| 


vl Hl 








When Bethlehem makes spring steel the 


surface is carefully processed at all stages to 


avoid the slightest imperfection that might 


provide a starting-place for fatigue. The grain- 


structure is controlled with extreme accuracy 


to insure steel of both high inherent fatigue- 


resistance and uniform heat-treating charac- 


teristics. The result is a 
flow of springs through 


processes in the factory. 


smooth, continuous 


the heat-treatment 


Springs possessing the utmost fatigue-resist- 


ance the analysis is capable of developing are 


assured when the steel is made by Bethlehem. 


SS 


Ghai) BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Paha al 












AUTOMOTIVE DAILY NEWS, SATURDAY, SEPTEMBER 29, 1934 15 


another 


FACT 


-to show how BUICK is 
steadily advancing - 


The record of 1934 and of the three years previous is more than 
interesting. It is of the utmost importance and significance 
to dealers. Look at it. 











Year After Year Buick Steadily 
Increases Its Share of All Cars 


Sold in Its Price Range* 
IN 193 1 - Buick — in its price range*—took 20% of 
the business. 


IN 1932- Buick—in its price range*—took 21% of 
the business. 


Competitive 


IN 1933 — Buick — in its price range* — took 27.1% 
of the business. 


Competitive Cors 
Compe titive Cars 


w 
8 
© 
Y 
. 
* 
Q 
S 
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/ IN 1934 (first 7 months) — Buick —in its price range* 
—took 44.3% of the business. 


This record, too, is made in years when buyers were more 
} thrifty and careful than ever before about their choice of a car. 


| The point looms up like a lighthouse. Buick is the car for the 1931 1932 1933 


° ° . (Ise. 7 months) 
dealer who wants to sell a live one—one that is going forward— ‘Cars in Buick’s price range include all 
one that will continue to increase its share of business in its makes whose 4-door five-passenger sedan 

; : lists from $850 to $2200. New car registra- 
group. Write now to General Sales Manager, Buick Motor oct dues toe tees Eek. ee ot 


Company, Flint, Michigan. are furnished by R. L. Polk & Company. 


tot tt 8 8 8 + Quick Wan Business 


PRICES: Buick Series 40, *795 to §925; Series 50, *1110 to #1230; Series 60, *1375 to #1675; Series 90, #1875 to *2175. 
List prices at Flint, Mich. All prices subject to change without notice. Special equipment extra. Duco fenders at no 
extra charge. All Buicks may be purchased on convenient G. M. A.C. terms. 


CK 


WHEN BETTER AUTOMOBILES ARE BUILT—BUICK WILL BUILD THEM 












Maniac e se | 
THE E INQUIRING REPORTER 


ser 


Today’s Question 


Do you favor a truck dealers’ code with used truck value 
controlled by a system similar to the passenger car code, 
but treating bodies, chassis and equipment as separate 
items in arriving at turn-in allowances? 


ser 





C. A. Johnson, branch manager, Diamond T Motor Car Co., Chi- 
cago: “I would be in favor of a good code for the commercial vehicle 
selling industry, in so far as it would cover used truck prices, but 
believe the appraised value of the used truck should be fixed on the 
whole unit, rather than breaking the figures down as to chassis, 
body and equipment. It is much easier to sell the whole unit.” 

* * 


H. A. Dunn, vice-president and general manager, Bresee Chevro- 
let Co., Inc., distributor of Chevrolet trucks, Syracuse, N. Y.: “I am 
opposed to the proposition for the control of used truck prices. 
Besides being complicated, it strikes me as impracticable. The situa- | 
tion is different from that with which the passenger car code deals, | 
because most of the used trucks offered are worn out.” 


+ 


M. H. Elder, Federal trucks, Atlanta, Ga.: “I favor monthly de- 
preciation on trucks up to one year and annual depreciation after 
that rather than control similar to automobile code. Not enough | 
trucks are sold to secure a fair average for price basis in each | 
section.” : ‘ ' 

E. H. Taylor, district manager, The White Co., Chicago: “I favor 
a decent competitive code in the truck business. It should give con- 
sideration to the treatment accorded the used vehicle, the way it has | 
been policed, the presence and condition of bodies, winches, hoists 
and other saleable features in determining used truck values. The | 
industry should be left to set up price structure, giving owners what 
their used trucks are worth and ceasing the practice of ‘kidding’ 
customers with ‘phoney’ discounts. Special attention should be 
directed toward terms offered to buyers so that reputable concerns 
using trucks would not have to compete with ‘fly-by-night’ outfits.” 


a * + 


F. B. Clough, S. F. Clough & Son, Diamond T, Syracuse, N. Y.: 
“It might be a good idea to have a marketing code covering used 
truck prices, but plan suggested looks too complicated and probably 
would leave loopholes. I think enforcement would be much easier if | 
values were fixed on a unit basis.” 


oe 





* * 


B. V. Stodghill, general manager, John Smith Co., Chevrolet, At- 
lanta, Ga.: “I believe present NADA plan of monthly depreciation on | 
trucks best. Also believe trucks should be treated as whole rather 
than separate items, as the body rarely has any value and separate 
treatment would tend to give too high a value to bodies and hence to 
the trucks as a whole. Not enough trucks sold to put passenger car 
plan of price contro] into operation.” 

mn 


* * 


Rodney Hallam, general manager, Federal Motor Truck Sales 
Corp., Chicago: “I don’t think much of the price fixing idea, because 
I don’t believe it will last. There is a question as to its constitu- | 
tionality. However, if there were a code governing used truck prices 
in the heavy duty field, it should most certainly take into considera- 
tion the condition of tires, for that is a most important factor in the 
value of the used truck. The value of used bodies, with the exception 
of the refrigerator type, is nil. Appraising trucks, after all, is a 
matter largely of utilizing judgment and experience.” 

*” * * 

F. T. Davis, manager, White Co., Syracuse, N. Y.: 
used truck depends upon what it will go out and earn. This does not 
generally apply to a used passenger car. Therefore, while such a 
marketing code as suggestea might be all right in theory, doubt 
whether it could be made to operate satisfactorily.” 


“Value of a 


I 





Indianapolis Stations 
Under Union Operation 


Indianapolis, Ind., Sept. 28. 
Gasoline filling stations here 
operated by seven major oil com- 
panies, were placed under union 
operation this week following 
indorsement by the Filling Sta- 
tion Attendants’ Union of an 
agreement between the union 
affiliated with the American Fed- | 


South Carolina Group 


Holds Officers’ Election | 


Greenville, S. C., Sept. 28. 
Election of officers and directors | 
of the Western Carolina Auto- 
| mobile Dealers’ Assn. for the en- 
| Suing year featured a meeting 
held here Sept. 22, with Eugene | 
Bates Smith, of Greenville, being | 
re-elected president. 


eration of Labor, and the man-| Don Harris, of Spartanburg, 
agement of the companies. The| was re-elected vice-president, and | 
seven companies affected are| W. C. Coile, of Greenwood, was | 


Standard, Shell, Sinclair, Pure Oil, 
Perine, Phillips, and Lubrite. 
Concessions granted under the 
agreement include union recog- 
nition, a six-day week, $1 a month 
uniform expense, Christmas off, 
tests under union supervision to 


again chosen treasurer. Endorse- 
ment of the automotive code was 
made at the meeting, it was 
stated. 


Decide Wage Controversy 


prevent stop-loss, payment of | ‘i z 
fidelity bond premiums by the|In Truck Drivers’ Rates 
company, seniority ranking and | Washington, Sept. 28.—It is the 


a committee of union men to rep- 
resent discharged employes. The| 
agreement will be in effect for | 
six months. 


location of company headquarters 
that counts when deciding 
whether the northern or south- 
ern wage rate shall prevail in 
| the case of a motor truck driver. 

That was indicated here this 
week with a decision of NRA on} 
the subject. The case involved 
a driver employed by a line with 


Tide Water Terminal 


New York, Sept. 28.—One of New 
York State’s largest gasoline and oil | 
terminals will be erected immediately N : 
in Syracuse by the Tide Water Oil | its operating base at Springfield, | 
Co., according to an announcement Mo. The driver’s route was that 
made today by E. L. Shea, president | between Springfield and Fayette- 
of the company. This is the second| yjjJje, Ark., the former in the 
oa Sg po eg Age northern, the latter the southern 

, i 3 a , g 
month, the other being the 45 acre zone of the code. NRA’s ruling 
marine terminal now being built in| Tequires the company to pay the 
Boston. ! northern zone rate. 








| Other 


| suddenly 
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| Hupp Stock Model After New Mark 





This six-cylinder Hupmobile stock sedan recently exceeded the 250-mile record for cars in its class on the 


famed Indianapolis speedway. 


The average speed for the run was 79.0 miles per hour. 


Because the 


run was not under AAA supervision, no official records are claimed. 


Hu pmobile Beats 


Stock Car Mark | 


Detroit, Sept. 28.—Eclipsing all 


existing Class C stock car records | 


on the Indianapolis Speedway, a 
six-cylinder Hupmobile sedan re- 
cently exceeded the 250-mile rec- 
ord on the famous 2%-mile 
Hoosier course by more than 15 
miles per hour. . 


Because of the run’s impromptu 
nature and the fact that the test 


| was not conducted under AAA 


supervision, Hupmobile does not 
claim an official track record al- 
though timed by a battery of stop 
watches handled by Indianapolis 
newspapermen, The timers in- 
cluded Art Buck, automobile ed- 
itor of the Indianapolis Star; 
Milton E. Carr, automobile man- 
ager of the Indianapolis Times; 
and Harry Daniels, 


7 


| 
| 
} 
| 


| notable improvement during the cur- 


At Indianapolis 





automobile | 


editor of the Indianapolis News. | 


newspapermen were 


elapsed time, A. E. Walden, 
former racing driver now at- 
tached to Hupmobile’s engineer- 
ing department, drove the car to 
the new mark. 


The car used was 
stock model, six-cylinder, 
421 sedan. There was no change 


a regular 


on | 
hand to help check records and | 


series | 


in standard equipment, axle gear | 


ratio or cylinder head, it 
claimed. No parts or accessories 
such as lamps and bumpers, were 
removed for the run. 
Following is a tabulation of 
time at significant distances: 
Elapsed Average 


Distance Time Speed 
10 miles 7:42.3 717.8 
25 miles 19:12.8 78.1 
50 miles 38:18.8 78.3 

100 miles 1:16:19.3 78.6 

150 miles 1:54:11.9 78.8 

200 miles 2:32:06.4 78.9 

250 miles 3:09:43.3 79.0 

Cadillae Co. Sales 

Have 9% Increase 
Detroit, Sept. 28. — Sales of 


Cadillac and LaSalle cars during 
the first 20 days of September 
show a nine per cent increase 
over the same period of August 
this year, and give every indica- 
tion of reaching the highest Sep- 
tember total since 1931, accord- 
ing to J. C. Chick, general sales 
manager. 

Compared with the first 20 days 
of September, 1933, Cadillac La- 
Salle sales for the same period 
this year are 48 per cent greater, 
and, according to dealer reports, 
the demand is _ increasing. 


H,. H. Henry 


Detroit, Sept. 28. 
Henry, in charge of the north- 
eastern section of Ohio for Ex- 
Cell-O Aircraft & Tool Corp., died 
Sept. 20 at his home in 
Cleveland, O. Mr. Henry represented 
Ex-Cell-O for many years in the 
Cleveland territory and in recent 
years had also represented their 
Continental and Krueger-Wayne di- 
visions. 


— Harry E. 


is | 


Total sales of new 
throughout the country 
ond quarter are estimated at be- 
tween 4,000 and 4,500 units, the 
largest volume of business secured 
rent year, according to advices to| during any previous quarter in the 
the U. S. Department of Commerce.) past four years. 


passenger cars 
in the sec- 


Japan Market Grows 
Washington, Sept. 28.—The auto- 
motive market in Japan has shown 
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Dublechek 


The Schrader Dublchek, the airtight- 
quality valve cap. Nothing to un~- 
screw, replace or become lost. ~ 
shootsin right through the Duble she 


CY 


with 
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We've tested the Schrader Dublchek to find out how much 


air-pressure it can take. (More than any tire will ever 
need.) Now put pressure behind your sales with Dubl- 


cheks! 


find running into your cash register. 


‘ oe 
And the best test is the amount of profit you'll 


Schrader Dublchek valve caps are a sure sale to the 

7 ‘ lice an 
thoughtful motorist. They’re practical, they’re tire 
savers. They cost little. There is only one genuine 


Dublehek (Trade Mark registered) and that one is made 


by Schrader. 


More—every sale of Dublcheks makes an opening for the 
sale of other Schrader profit-makers. Schrader Valve 
Cores are the standard of the tire industry—and always a 
necessity. The Schrader Pencil-Type Tire Gauge, with 
car or pocket clip, is the handiest gauge on the market. 


a ry? ‘ 
A. Schrader’s Son, Ine., Brooklyn, N.Y.; Toronto, Canada. 


Schrader 


(Reg. U.S. Pat. Off.) 


TIRESAVING VALVES, CAPS AND GAUGES 


a 
“Be sure it’s a Schrader—Look for the name 














Florida Authority Spikes 
Clean-Up Price Cuts 


(Continued from Page 1) 


distinct advantage over competi- 
tion. This letter specifically told 
dealers to refrain from mention- 
ing in radio or newspaper adver- 
tising that these cars were dis- 
continued models, it was charged. 

In addition to this the company 
is said to have prepared and sent 
to its dealers advertising copy 
which it suggested the dealers 
use, but stated that this adver- 
tising, if used, would have to go 
out over the signature of the 
dealer and be paid for by the 
dealer. Nowhere in the suggested 
advertising copy was any refer- 
ence made that the cars were 
being sold at reduced prices by 
reason of their being discontinued 


models or models that were about | 


to be discontinued. 
The state 
charges that such advertising, if 





advisory committee | 


used, is in violation of Paragraph | 


5, Section A, Article 4. 
pointed out that the advertising 
suggested was to be run at the 


It was | 


dealers’ expense over his signa- | 


ture, otherwise the price reduc- 
tion would have been made by 
the manufacturer and 
would have to be made by the 
manufacturer to the dealer, ac- 
cording to the terms of the deal- 
er’s contract. 


rebates | 


It was charged by the commit- | 


tee that other factories had done 
practically the same thing with 
the resultant effect that dealers 
were forced to liquidate stocks at 
a loss. 


That tended to dissipate | 


dealer capital assets in violation | 


of the very 


principle on which | 


the motor vehicle retailing trade | 


code was founded 

Telegrams were 
dealers whose requests were de- 
nied, advising them that the ac- 
tion of the advisory committee 
was not final but that they had 


the right to appeal from this de- | 


cision to the NRA administrator. 
A telegram also was sent to the 
administrator requesting that 
when appeals from the dealers 
were considered by him to grant 
the advisory committee the privi- 
lege to personally present all 
data on which it had determined 
to refuse these requests and also 
to notify the factories concerned 
that they might have representa- 
tives present at the same time. 

It was also claimed that unless 


some relief could be found there | 
was nothing to prevent a factory | 


from forcing its dealers to be 
liquidating stocks at a loss 50 per 
cent of the time. In substantia- 
tion of this it was reported that 
some dealers earlier in the year 
sold at reduced prices all 1934 
models in preparing for 1935 mod- 
els and within three months again 
secured permission to reduce 
prices on first series 1935 models 
in preparation for the second ser- 
ies 1935 models. 
Evidence was 


submitted of 


Northwest Section SAE 


Holds First Fall Meet 
Seattle, Wash., Sept. 27.—The 
first fall meeting of the North- 
west Section, Society of Auto- 
motive Engineers, was held at 
Engineers’ Club, Arctic building, 
Seattle, recently with the subjects 
“The Modern Motor Coach,” and 
“Horizontal Engines.” 

Murray Aitken, with the Ken- 
worth Motor Truck Corp., ex- 
plained in detail, the new series 
of deck and a half, 32 passenger 
buses being used by the North 
Coast Transportation Co., Port- 
land to Seattle. 








Pittsburgh, Philly Sales 
In August Under 1933 


Harrisburgh, Pa., Sept. 28..-_New 
car sales in Philadelphia and 
Pittsburgh during August were 
below the marks set in the same 
cities a year ago, it is reported by 
the Pennsylvania Motor List Co. 

Philadelphia sales for the month 
totaled 2,451 units, compared to 
2,542 a year ago. Pittsburgh sales 
amounted to 1,896 in August. In 
August, 1933, the total was 2,130. 


and granted. | 
sent to the | 








dealers for still another maker 
having to liquidate at a loss, as 
discontinued models, all cars on 
hand when the factories installed 
as regular equipment certain 
equipment which until then had 
been extra. One distributor, it is 
said, stated that he had to set up 
$2300 reserve in one month to 
liquidate his stock on hand. It 
was stated that some way could 
and should be found to stop this 
loophole in the dealer code that 
permitted a manufacturer so in- 





| 
| 
| 
| 


| 


clined to work these hardships on | 


its dealers. 
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“\Ne Have Sold 
1800 INTERNATIONAL TRUCKS” 


P, D. COCHRAN, Orange State Motor Co. 
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Penna. Clarifies 
New Safety Glass 
Law Application 


Pittsburgh, Sept. 28.—Dealers 
in Pennsylvania who have new 
cars in stock next Jan. 1, and 
which are not equipped through- 
out with safety glass, will not 
be effected by the new law which 
goes into effect at that time in 
the state. 

Only cars which are manu- 
factured or assembled on or after 
Jan. 1, 1935, are required to have 
complete safety glass equipment 
in order to be legally sold in 
Pennsylvania, A. A. Bluestone, 
counsel for the Pittsburgh Motor 
Club, reported. 

This question came up a few 
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day ago when a prominent Pitts- 
burgh distributor prepared to 
place a large order for new cars 
and realized that he might not 
get all of them sold by Jan. 1. 
He called the club to see if the 
law would require him to replace 
plate glass with safety glass in 
any cars remaining on his hands 
after the first of the year. 


Cut $7,500 Melon 


Chicago, Sept. 28.—Bonus checks 
totaling $7,500 were given out to 
some 500 Chevrolet salesmen of the 
Chicago zone at a breakfast meet- 
ing in the Hotel Sherman. The 
presentations were made by G.  # 


Smith, regional manager, and Walter 
C. Hill, zone manager of Chevrolet, 
in recognition of the records estab- 
lished by the winning salesmen and 
by the Chicago retail organization 
which, as a whole, set a pace for the 
country. 
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Here Is What International Offers: 


A complete line of trucks from %-ton to 10-ton. A reputation without equal 
for quality and after-sale service. 215 International Harvester branches offering 
International dealers the closest possible assistance in sales and service. Interna- 
tional Truck finance plan on both new and used trucks. Largest advertising 
campaign of any full-line truck manufacturer, constantly promoting the sale 
of Internationals in national magazines, newspapers, vocational publications, 
and through direct-mail. 

Call the nearest International Branch for full details about the Inter- 
national Truck contract in your territory. 


INTERNATIONAL HarvesteR COMPANY 


OF AMERICA 


(Incorporated) 


606 So. Michigan Ave. 


Chicago, Illinois 





HE record of the Orange 
State Motor Co., Tampa, 
Fla., proves that a successful 
business can be built with the 
International Truck franchise. 
Consider the possibilities in 
your own community. The 
complete new line of beauti- 
fully streamlined International 
Trucks offers you more oppor- 
tunity than ever to get the 
truck business in your territory. 
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Chicago’s 1935 
Automobile Show 
Goes to Coliseum 


(Continued from Page 1) 

of the show committee and A. C. 
Faeh, who has been named show 
manager, plans are progressing 
rapidly to stage the exposition on 
a mammoth scale. Numerous 
ideas and details have been ap- 
proved, and it is expected that 
the initial effort under Chicago 
Automobile Trade Assn. manage- 
ment will be successful from 
every standpoint. 

The decision to close the deal 
for the Coliseum followed consid- 
eration of several other large au- 
ditoriums as possibilities. None, 
however, had as many advantages 
in size, lay-out and location. 



























S. J. RUDASILL 
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Metal Show and Congress 
Open Monday in New York 


By HERBERT CHASE, M.E. 


New York, Sept. 28. 
thing points td next week as be- 
ing the greatest New York has 
ever known from the standpoint 
of those interested in metals. 
Monday will mark the opening of 
the National Metal Exposition, 
commonly called the Metal Show. 
It will also see the beginning of 
the Sixth Annual National Metal 
Congress, including sessions of 
four national engineering socie- 
ties and of other associations 
concerned with metals and metal 
products. 


Opens at Noon 

The exposition will be held in 
the Port Authority Building, 
Eighth Ave. and Fifteenth St., 
and will be open daily at noon 
for the entire week, remaining 
open each evening except Thurs- 
day. One hundred and fifty firms, 
including prominent producers of 
metals and metals products and 
manufacturers of machinery, fur- 
naces and other equipment, will 


offer displays, and the show 
promises to be the largest and 
finest since 1929. It will cover 


about 50 per cent more space 
than the show in Detroit last 
year. The show is sponsored by 
the American Society for Metals. 


Scores of papers, primarily on 
metallurgical subjects, will be 
presented at the Metal Congress 
and there will be a course of lec- 
tures on tool steels, according to 
announcements by National Di- 
rector E. C. Bain and National 
Secretary W. H. Eisenman of the 
ASM, who addressed the opening 
meeting of the New York Chap- 
ter of the ASM at the Hotel 
Pennsylvania this evening. Dr. 
John A. Mathews, vice-president 
of the Crucible Steel Co. of 
America, also addressed this ad- 
vance meeting, taking as his sub- 
ject, “The Battle with Corrosion.” 

Have Many Papers 

No less than 37 papers are 
listed on the program of the 
ASM, which opens Monday and 
includes sessions every morning 
and afternoon through Friday. 
Morning sessions are to be held 
at the Hotel Pennsylvania and 
those in the afternoon at the Port 
Authority building. 

On Tuesday, Wednesday and 
Thursday the Institute of Metals 
and the Iron and Steel Divisions 
of the American Institute of 
Mining and Metallurgical Engi- 
neers will hold their sessions, 
most of these being at the Hotel 
Pennsylvania, both morning and 
afternoon. 

Meetings of the American 
Welding Society begin Monday 
afternoon and continue mornings 
and afternoons through Thurs- | 





H—., Teacher, 


Here’s 


Every- day, 


all 
Hotel New Yorker. The Ameri- 
can Society of Mechanical Engi- 
neers will hold only two sessions, 


on Tuesday and Friday, one to be | 


addressed by Dr. Zay Jeffries of 
the Aluminum Company of Amer- 
ica, and the other by Robert S. 
Archer of the Republic Steel 
Corp. Dr. Jeffries will speak on 
“Non-Ferrous Metals, Today and 
Tomorrow,” and Archer, on “Tron 
and Steel Today and Tomorrow.” 

Sessions of the Wire Associa- 
tion will take place mornings and 
afternoons of Tuesday, Wednes- 
day and Thursday at the Hotel 
New Yorker. 

Certain plants and laboratories 


around New York will keep open | 


house, among them being those 
of the International Nickel Co., 
the Eclipse Aviation Co., 
Wright Aeronautical Co., and the 
International Motor Co. The 
Navy Yard, in Brooklyn, will also 
be open to U. S. Citizens. 


Tool Steel Lectures 
The five lectures on tool steels 
will be held during the week, the 
first four, Monday to Thursday, 
inclusive, being at the Port Au- 
thority Building at 4 p. m. and 
the fifth at the Hotel Pennsyl- 
vania at 8:30 a.m., Friday. 
Exhibitors at the Metal Show 
will include virtually all impor- 
tant manufacturers of steel and 
of non-ferrous metals, as well as 
a long list of makers of fabri- 
cated products, including some 
automotive products. 


Farncrook Heads New 


Flint Dealer Group. 


Flint, Mich., Sept. 28.—Dealers 


of automobiles and of auto sup-| 


plies in this community have 
formed the Automotive Merch- 
andising Assn. of Genessee 
county. The organization is the 
outgrowth of a committee ap- 
pointed in 1933 for closer relations 
between the businesses of selling | 
and of servicing. 


Officers are: Lee Forncrook, | 
president; Lester Mallery, vice- 
president; George E. Morgan, | 
secretary, and Arthur Shor, | 
treasurer. Directors of the vari- | 
ous departments are: Jobbers, 





L. Forncrook, L. Hengesbaugh, 
and F. N. Whyte; auto dealers, 
Victor George, Harry L. Woodin, | 
and LaVerne Marshall; garage | 
association, L. G. Mallery, Olin | 
Riker, and Harry Weller; tire| 
and battery, A. F. Shore, J. Mc- | 
Duncan, and Bert B. Beveridge, 
and gasoline, James Goodwin, | 
Edward Marquand, and P. Has- | 
sett. 
| 


That’s Perfect! 





“Dad,” who’s been on the Chrysler payroll for nearly a decade. 


He’s checking a connecting rod down to .001 inches, which you must 


admit, teacher, is “purty durn good.” 


sessions being at the! to H. L. Horning, president, it be- 


| ing the best September the com- 
| pany has experienced since 1931. 


Waukesha Motor Co. 


Reports Good Month 
Waukesha, Wis., Sept. 28.— 
September turned out to be a 
much better month for the Wau- 
kesha Motor Co. than was ex- 
pected late in August, according 


The company has just received 
an order for 1,000 engines to be 
used in motor trucks, he stated. 


| They are units of about 45 horse- 


power each, will be used in light 
trucks and will be delivered in 


NAFC Program Ready; 
Meeting Opens Thursday 


(Continued from Page 1) 


problems in financing insurance 
premiums and organization of an 
insurance premium financing di- 
vision of the association, problems 
in industrial financing and. or- 
ganization of an industrial divi- 
sion of the association; a second 
to cover problems of collateral 
trust agreements and home and 
branch office operation; a third 
to consider the subjects of whole- 


Motor Acceptance Co., Milwau- 
kee, Wis.; L. W. Lundell, treas- 
urer, Commercial Investment 
Trust, Chicago; E. E. Hutcheson, 
branch manager, General Motors 
Acceptance Corp., Chicago. 
To Close Friday 

The closing session Friday af- 
ternoon will be given over to ad- 
dresses by Frank Healy, of Gold- 


Allshouse & New 


the 


the next month or two. An order 
has been received for 500 engines 
from the federal government, he 
stated. 


tions, capital loans, 
lections and skips. 


Named a chairmen of the open 
forum group meetings are W. 





Continue Exhibit Troyer, president, General Fi- The convention registration fee, 

Chi ‘ . nance Co., New Orleans, La.; J.| it is announced, has been reduced 

; oe Sept. 28.—Because Of|/B perlee, vice-president, Mer-|to $5 a person this year and in- 

gg ge ss 7 —— chants Discount Corp., Duluth,| cludes two luncheons, a dinner 

tired cekianaal cn’ costaniant ie Minn.; S. M. Leopold, treasurer, | dance and other entertainment to 

continued by Firestone until the end| Home Finance Co., Hammond, | be provided for those in attend- 
] Ind.; Victor L. Brown, president, | ance. 


of the World’s fair. | 



































Overshadowing all other im- 
provements and innovations — 
Individual Wheel Suspension is 
the most important contribution 
to easy riding development in 
recent years. And because of that 
fact, increased significance is 
attached to the part that Delco- 
Lovejoy has played in the plan- 
ning and production of this new 
motoring feature. Starting with 
the earliest preliminary work, 
and continuing throughout the 
subsequent development of Indi- 
vidual Wheel Suspension, Delco- 
Lovejoy engineers were privi- 
leged to help’ solve the special 


DELCO-LOVEJOY siccx’assorsers 





sale as related to retail opera- 
credits, col- 





DELCO - LOVEJOY. 


A FACTOR 


Greatest Automotive Development— 


INDIVIDUAL WHEEL SUSPENSION, 


man, Healy, 
York and Chicago, on “Legal 
Problems of Finance Companies”, 
|and Dudley Cates, vice-president, 
Marsh & McLennan, Chicago, on 
D. | “Insurance Problems”. 
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IN 193 4’s 


problems in shock absorption 
which this new principle entailed. | | 
Delco-Lovejoy is gratified that this | | 
co-operation with automotive | 
engineers has helped make pos- | 
sible the success of Individual * | 
Wheel Suspension. Delco-Lovejoy | 1 
will continue such co-operation in | 
order to provide an even greater 
measure of riding comfort to the 

motoring public in the future. 


Delco-Lovejoy Hydraulic Shock 
Absorption is readily adaptable to 
any application of the independ- 
ent wheel suspension principle. 


DELCO PRODUCTS CORPORATION 
DAYTON, OHIO 


eee 
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Trend Widens Markets 


For Motor Bus Builders, 





Cleveland, Sept. 28.—The trolley 
bus was a conspicuous feature of 
the American Transit Assn. con- 
vention and exposition which 
closed its 53rd annual meeting 
here Thursday. The attention it 
received was a pretty clear indi- 
cation of a widening market for 
motor bus builders, forecasting 
what may be almost a revolution 
in mass transportation in urban 
communities. 

The standard street car as we 
now know it already appears on 
the way out. In its place are the 
“noiseless” and streamlined mod- 
els, a marvel of alloy steels, rub- 
ber cushioning and greater power. 

Extensive Exhibit 


Approximately $3,000,000 worth | 


of buses of the latest design built 
by the “big five” manufacturers 
were on exhibition during the 
convention. The “big five” ex- 
hibitors were the White Motor 
Co., the Twin Coach Co., the J. G. 
Brill Co., the General Motors 
Corp., and the Mack International 
Truck Co. The buses they ex- 
hibited all were the product of 
the last 18 months. 

The trolley bus still takes its 
power from overhead electric 
wires, even though it has the 
body of a bus and runs on rubber 
tires, providing greater comfort, 
greater flexibility and _. better 
service. It is almost noiseless. 
Westinghouse Electric & Manu- 
facting Co. has done a great deal 
of development work on this 
type of bus. 

For general city transportation 
the gasoline motored bus still is 
most common, although Diesel- 
motored buses seem to be edging 


further into the limelight. The 
Hercules Motor Co., of Canton, 
Ohio, exhibited the only bus 


Diesel but the Twin Coach Co., of 
Kent, presented a _ streamlined 
city bus interchangeable between 
gasoline and Diesel power. 
Motors Under Floor 

Five of the leading bus builders 
have installed their gasoline mo- 
tors under the floor of the coach, 
entirely eliminating the square 
radiator front. Twin Coach and 
Mack Truck have placed their 
motors in the rear, parelleling the 
rear axle. 

White Motor, in its under-the- 
floor motor, has designed a new 
type of motor which offers many 
new features. 

“The manufacturers of electric 
railway equipment,” said Dr. 
Thomas Conway jr., of Philadel- 
phia, chairman of the Electric 
Railway Presidents’ Conference 
Committee, “must realize that the 
initial cost and operating cost of 
the gas bus and the trolley bus 
fix a minimum limit beyond 
which the cost of the street car 
cannot go,” Conway said. “In 
saying this I do not want to be 
understood as meaning that the 
trolley car and the trolley and 
gasoline bus of like seating ca- 
pacity must necessarily all sell at 
the same price, but there is a 
direct relationship between their 
respective prices, and the manu- 
facturer of any single type of 
vehicle cannot afford to overlook 
the fact that his price cannot ex- 
ceed this economic relationship.” 

“The present cattle car stand- 
ards of rush hour loading must 
be greatly improved, if we are to 
reattract any substantial part of 
our former patronage now using 
automobiles,” he said. 

Officers elected by the Ameri- 
can Transit Assn. for the ceming 
year are: 

New Officers 

President, F. R. Phillips, presi- 
dent, Pittsburgh Railways Co., 
Pittsburgh; vice-president, Ed- 
ward Dana, executive vice-presi- 
dent and general manager, Boston 
Elevated Railway, Boston; treas- 
urer, F. W. Doolittle, vice-presi- 
dent, the North American Co., 
New York. 


Executive committee: Powell 














C. 
McGill, Minneapolis; Dr. Thomas 
Conway jr., Philadelphia; K. B. 
Thornton, Montreal; Charles W. 


Chase, Indianapolis; A. J. Lund- | 


berg, Oakland, Cal.; R. T. Senter, 
Philadelphia; W. S. Menden, 
Brooklyn, N. Y.; S. B. Way, Mil- 
waukee; Barron Collier, New 
York; Charles J. 
York; T. W. Casey, New York; 
C. B. Keyes, New York; A. H. 


Englund, Philadelphia; Roy A. 
Hauer, New York. 
The Transit Operating Assn. 


elected these officers: 
President, C. H. Evenson, super- 


intendent of transportation, Chi- | 


cago surface lines, Chicago; first 
vice-president, William W. Holden, 


yroner, Kansas City; T. Julian 


Hardy, New |} 





San Antonio, Tex.; second vice- 
president, R. W. Emerson, vice- 
president and general manager, 
Cleveland Railway Co.; third vice- 
president, Clinton D. Smith, Nor- 
ristown, Pa. 

Executive committee: C. W. 
Wilson, Pittsburgh; Joe R. Ong, 
Cincinnati; R. E. Moody, Apple- 


ton, Wis.; A. T. Warner, Newark, 
N. J. 
Gilpin in South 
Memphis, Tenn., Sept. 28.—A. W. 
L. Gilpin, vice-president and general 
sales manager, Pontiac Motor Co., was 
in Memphis early this week. He out- 
lined an intensive sales program for 
| the remainder of 1934 and predicted 
a possible car shortage before Jan. 
1. Gilpin is now making a ten day 
trip to principal cities in the south. 
He was entertained while here by 
H. C. Gillespie, regional manager 
and W. J. Conners, zone manager 


Memphis district. 


Stewart-Warner Sales 
Continue Over ’33 Level 
Chicago, Sept. 28.—Sales of the 


Stewart-Warner Corp. and _ its 
subsidiaries continue at a level 
somewhat higher than in 1933, 


Joseph E. Otis jr., stated today. 
Following a seasonal recession in 
July over earlier months in the 
year, marked improvement was 
shown in August which has con- 
tinued during September. 


The showing of the parent 
Stewart - Warner Corp. during 
1934 has been particularly encour- 
aging, Otis added, with sales to 
date over 75 per cent larger than 
in the same months of 1933. The 
automotive parts division of the 
parent company has recently re- 
ceived a contract from one of the 
larger automobile manufacturers 
which it is expected will add sub- 
stantially to next season’s volume 
in this division. 





19 


anted Horse 


Buses to Replace Trolleys as Cars Suppl 





Lane Transferred 
ToSt. Louis; Ernst 
Stays at Capitol 


Washington, Sept. 28.—J. Reed 
Lane, executive secretary of the 
Motor Vehicle Retail Trade Code 
Authority since its formation, 
left here today for St. Louis 
where, henceforth, he will make 
his headquarters. Lane’s transfer 
to St. Louis is the result of a 
National Control Committee de- 
cision recently. 

Lane’s removal, however, does 
not mean the abolition of the 
Washington office of the code 
authority. It will be maintained 
intact as to personnel, and will 
serve as a liason between the 
code authority and NRA. The 
Washington office will be in 

| charge of W. E. Ernst. 





N Ow IS THE TIME TO SELL 


x Coal and Coke Trucks 


OAL dealers are unquestionably your most 
active truck prospects at this time. You 
will find that WOOD Bodies and Hoists are 


easier to sell because they enable you to offer 


the coal dealer many features not available in 


other equipment. WOOD Units reduce costs to a minimum because they cut | 


unloading time, are of rugged construction and easy and simple to operate. 


Their smart and attractive appearance has a definite sales value. 


Shown here is only a small part of the WOOD line. The nearest WOOD 
distributor or factory branch will be very glad to help you point out to your 


prospects the advantages and economies of modern coal delivery 


equipment. Ask for new Bulletin 


14, 


Type CS Body (at left) handles two tons 








cu. ft. 


This 1644 cu. yd. Aluminum Semi- 
Trailer Body (below) was designed to 
meet gross vehicle weight and over-all 
length restrictions. Model F7C hoist 
is used. Note round front end which 
reduces over-all length. 





GAR 









7924 RIOPELLE 


of coal or two tons of coke (when side 
boards are used). 
; with side boards 120 cu. ft. 
door, chute in gate and partition extra. 


Capacity of body 75 
Coal 


(at left) installed on 


1% ton truck. 


woopD 


HOIST AND 


ST. 





Type W8 Body and Model F7C Hoist 


This 9 cu. yd. unit is handled by a 


INDUSTRIES, 


A popular unit for 
large loads of coke. 


is 730 cu. ft. and Model 


is used. 















handling 
Capacity 


Twin Cylinder Telescopic Hoist 


Model AP- 
(above) for quick deliveries in congested 





T44 


Type W12 Aluminum Body with extension 
side boards and TV7 Hoist (at left). 
is an ideal unit for trailers and semi-trailers 
up to 20 tons capacity. 


This 


Model D88 Hi-Lift Unit (above) 
with special aluminum 10-ton 
coal body. A new design that 
greatly weight and 
increases elevation. Also 
made in larger and smaller 
sizes to fit any truck chassis. 


reduces 


HL Hi-Lift unit with Type C6 Body 


dis- 


tricts. Capacity is 72 cu. ft. Body raised approxi 


mately 90” 
angle; also has intermediate hi-lift for bagging 
and end dump for wheelbarrow deliveries. 
cludes door and chute in tail gate with deflector 
and telescopic chute 18’ 6° long. 


a semi-trailer. 


DIVISION 
DETRO 


oes 


above pavement with 30° dumping 


In- 







INC. 


IT, MICHIGAN 
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Truck and Bus Control 
Is Needed Says Eastman 


(Continued from Page 1) 
everywhere. 


clear. A 


| friends seem 


1925 

Akron tire plants abolish spring 
dating in effort to halt artificial 
stimulation. Since first of year 


Hudson company has produced 200,- 
000 Hudson and Essex cars, claimed | 
to be the largest number of sixes 
made in same length of time by one | 
concern. . Receiver appointed | 
for Earl Motors, Inc., of tot yo 
Mich. . . E. M. Lubeck named : 
manager of Chicago district by Oak. 
land. . Announcement made that | 
California carried 30,000,000 
passengers in 1924. 





buses 


1926 
Dubois Young made president of | 
Hupmobile, with Charles D. Hast-| 
ings becoming chairman of the| 
board. Buick starts building | 
its $5,000,000 foundry. Bal 
Sloan jr., H. H. Bassett, Lawrence 
Fisher and Donaldson Brown, Gen- 
eral Motors executives, sail for Lon- 
don and Paris shows Ford | 
car does 49.3 miles to the gallon in| 
mileage contest. 
1927 
Two hundred seventy-five automo 
bile editors visit Detroit for three 
days as guests of General Motors. | 
j Willys-Overland decides to}! 
build its own bodies. 
1928 
MAMA and AEA merger ratified, 
with M. L. Heminway and B. W. 
Ruark as co-managers  &, 
McCorkle appointed manager of 
manufacturer's sales by Miller Rub 
ber Co Harvey A. Kaufmann 
chosen ales manager of Fargo 
Truck 
1929 
Gardner announces it will have a 
front-drive for the New York show. 
. Marmon earned $1,150,282 in 
first half of 1929, doubling output 
Soviet car plants adopt Ford 


assembly lines 


1930 


plan of 


Furber patent controlled by Pines 
Winterfront is upheld by United 
States Court at Minneapolis. 
General Motors withdraws from 
Paris Salon, charging discrimina 
tion. William E. Holler named 
as general sales manager of Chev 
rolet, succeeding John Chick, who 
becomes general ales manager of 
Cadillac 

1931 

General Motors reduces wages of 
salaried employes from 10 to 20 
per cent. Pierce-Arrow an- 
nounces that in two and one-half 


years its net profits totaled $4,305,- 
000. . H. M. Stephens, western 
sales manager of Oakland, died. 

Moto-Meter plans revival of radiator 


type of heat gauge. 
1932 
Continental Motors announces it 


also manufacture automobiles. 
. Dr. H. C. Dickinson of Bureau 
of Standards, Washington, D. C., 
will be next president of Society of 


will 


Automotive Engineers. ADN 
statistician estimates 1932 output | 
will be 1,500,000, with 50 per cent | 


increase in 1933. 
1933 | 


Richard H. Grant, vice-president | 
of General Motors, is made an hon- 
orary member of Detroit Adcraft 
Club. . Ford restores five-day 
40-hour week. . . Truckmen’s fair 
competition code is submitted. 


Lawrence Named 


Stanford, Conn. Sept. 28. 
Norma-Hoffmann Bearings Corp. an- 
nounces the appointment of E. W. 


Lawrence as its Southern repre- 
sentative. He has for the past 11 
years been connected with the New 


York 


sales office. 


WARNING! 


A man calling himself Jack J. 
Woods who is in fraudulent pos- 
session of ADN credentials has 
been soliciting subscriptions to 
ADN. When last traced he was 
operating in Iowa and Wisconsin. 
Our authorized representative for 
this territory is Robert J. 
McColgan. 


Dealers in these states and any 
other state are warned against 
placing any subscription for ADN 
with the above-named Jack J. 
Woods. 




















menace of 


few 


think 
highway 
can largely be removed by 


lation of three kinds, 


Legislation 
of the 
tenance of 
eral 
protect 


ways; 


vide for public 


in the program. 


to 
capital 


(2) 
safety 
venience in the use of the high- 
and (3) legislation to pro- 
regulation of the 
rates and service of the highway 
earriers for hire. 


taxation; 
public 


place 
cost 


highway 


and 


| go further let me make one thing 
of my railroad | 
that the | 
competition | 
legis- 
namely: 
the 
and 


(1) 


burden 
main- | 
upon 
their users rather than upon gen- | 
legislation to | 
con- 


It may be that 
legislation governing employment | 
conditions would also be included | 


Favors Regulation 
“Tf the users do not bear their 


maintenance the 
they ought to do so. 
also, that the rates 


of motor 


be publicly regulated, 


which I 


shall 


indicate. 


| fair share of the capital cost and 


highways, 
I believe, 


and service 
carriers for hire should 
for reasons | 
Never- 


theless, I am sure beyond the per- 
adventure of a doubt that if all 
the laws are enacted which should 


be enacted, 


highway carriage by 


motor vehicle will still thrive and 
the railroads will have this com- 


petition to face. 
“In the course of our 
we have tried to find out 


is going on in other parts of the 
the | 
same 


world. The 


1 by 


ADN wn 


conditions 
problems are practic: ally the s 


Cumulatiy e Passenger Car Registrations 43 States. August, 1934-33 


Polk 


& 
ite return 


CHRYSLER GROUP 


and 


New Je 
ed fou 


studies | 
what | 


| and 
efficient 
system 


August 


countries, 


In 


many of these | 
the Government has 


had every incentive to discourage 
motor competition, 
railroads are publicly owned and | 


operated. 


because the | 


The attempts to limit | 


and restrict have often been dras- 


tic, 


but no country has been suc- 


cessful in preventing the growth 


of highway motor carriage. The 


present tendency in other coun- 


| tries 


is 


in two directions. 


The | 


railroads are turning their atten- 
tion to improvements in their own | 
facilities, equipment, and service, 
and to the readjustment of their | 


rate structures. The Governments 
directing their attention to 
co-ordination of all of the trans- 


are 


portation agencies, with a view to 


finding the proper place for each, 
co-operation, 


encouraging 
couraging destructive competition, 


national 


promoting an effective and 
transportation 
It is in this direction I 


dis- 


hope our government will move. 


“The principle must always be 
kept in the forefront like a guid- 


ing star that volume of movement | 
is what is wanted, 


great stimulus to 
possibilities 

country in the way of production 
| 


cost. 


of goods and the free interchange 


and 


The 


movement 


of 


and that the | 
volume is low | 


of our 


commodities | 


and people are almost unlimited, | 
but they will never be realized if 
the stumulus of low 
and it should not be for- | 
cost decreases with 


lected, 
gotten 


v Motor 


will be 


that 


List Co., 


shown 


and Sherlock & Arnold States 
sheet editi 


in the 


Oct 
Maine, 


cost is neg- | 


3 pink 


Mississippi, Tenne 


|} part of our 


volume. If the automobile had 
remained a luxury, the industry 
would not be where it is today. 
It is essential that neither rail- 
road transportation nor any other 
form of transportation should 
gravitate into the luxury class, 
and the interests of labor, the in- 
vestor, and the general public in 
this matter are identical. 
Competition Bad 
“Tt has been found all over the 
world that it will not do to leave 
transportation to the free play 
of unregulated competition. We 


| tried it in this country with the 


railroads, and the results were 


|so hopelessly bad they drove us 


first into State regulation and 
then into Federal regulation. The 
Interstate Commerce Commission 
was created in 1887, not so much 
because the railroads had a mon- 
opoly, but chiefly because their 


| wild competition with each other 
'and with the 


boat lines had pro- 
of discrimina- 
unstable and 
These condi- 
wav of 


daneed all 
tions and generally 
chaotic conditions, 
tions are in the 
duplicated today. because a large 
modern transnorta- 
tion facilities lack effective public 
regulation. 

“All of the motor carriers need 
public regulation for protection 
against over-development and de- 
structive competition from the 
irresponsible, wild-cat operator 
and from other agencies of trans- 
portation, including the railroads, 
and to promote conditions of 
order, stability and growth along 


manner 


heing 


| sound lines. 
“The Federal regulation which | 


I advocate is, therefore, not pro- 
posed in behalf of the railroads, 
but for the good of every form of 
transportation and in the general | 
public interest. 


shown today are those states for which returns 
mn of ADN. With the states shown today, 


Texas and Wyoming. 


GENERAL MOTORS 


see, 


the 


“The fear has been expressed 
that motor-carrier rates will be 
forced into the mould of railroad 
rates, and prescribed without re- 
gard to the costs and specific 
conditions which distinguish mo- 
tor carriage from rail carriage. 
Let me suggest that a most effec- 
tive safeguard against any disre- 
gard of actual, motor-carrier 
costs exists in the opportunity 
which industries of any size will 
always have to own and operate 
their own trucks, and which the 
individual has to own and operate 
his own automobile. This is a 
limiting factor of profound impor- 
tance which will make itself felt 
very rapidly and effectively if 
regulation does not proceed along 
sound lines. 


Small Trucker Safe 


“Another fear which is often 
| expressed is that the small truck 
operator will be at a great dis- 
advantage under Federal regula- 
tion, because he will be up against 
the opposition of the great rail- 
road companies with their clever 
attorneys and their batteries of 
experts. After a rather long ex- 
perience with the species, I can 
testify that railroad attorneys and 
experts are not always, if I may 
fall into slang, such “hot stuff.” 
Furthermore, when any fair 
tribunal is confronted by a case 
where there is a great disparity 
in the ability of counsel, it is apt 
to look out quite carefully for 
the rights of the underdog. 


“What we all want is a national 
transportation system in which 
each agency will play the part 
which it ought to play and give 
| to the nation the best opportunity 
|for quick, convenient, safe, and 
| cheap interchange and movement 
of commodities and people.” 
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‘‘Fatigue Test’? Shows 


Riding Ease of Dodges 


Detroit, Sept. 28.—Results of a 
prolonged study of the fatiguing 
effects of automobile driving and 
the possible relation of driving 
fatigue to automobile accidents 
were given here this week by Dr. 
A. H. Ryan, physiologist, at a 
luncheon at the Hotel Statler. Dr. 
Ryan’s investigations, which were 
sponsored by Dodge _ Brothers 
Corp., were designed to serve the 
dual purpose of determining the 
relative fatigue effects of riding 
in the present Dodge cars as 
compared with other cars, and 
also to provide or develop infor- 
mation which might be used ad- 
vantageously in future designs. 

In making the tests, Dr. Ryan 
said every precaution has been 
taken to keep the drivers taking 
the test from knowing what the 


Sway Test 





Above is the sway tester used by 
Dr. Ryan to determine the fatigue 
effects of driving in the present 
day car. The swaying movements 
of the subject are measured by 
graduations on the pulleys over 
which the threads attached to the 
helmet run. 


investigation was all about in or- 
der that a fair test of their re- 
action might be obtained. The 
drivers made daily runs averag- 
ing 350 miles a day with all driv- 
ing done during daylight hours. 
Tests were made each morning, 
using an interesting series of de- 
vices designed to reveal the physi- 
cal condition of the driver before 
the run and to measure accu- 
rately the effects of driving 
fatigue on the driver at the end 
of the day’s driving. 

These devices include a sway 
meter, a helmet-like device with 
threads attached to the center of 
the helmet and extending through 
pulleys hung from the corners of 
the squared frame under which 
the subject stood. The ends of 
the threads were weighted and 
the pulleys over which they ran 
were scaled in millimeters so that 
the amount of sway of the driv- 
er’s body could be accurately 
measured. 

Before starting a run and after 
completing a run the driver was 
placed under the square frame, 
the helmet adjusted to his head 
and with his eyes closed and arms 
folded the subject attempted to 
maintain an erect standing po- 
sition, the unconscious swaying 
of his body indicated the degree 
of fatigue. 

Another device was a_ small 
white wooden block mounted on 
a stick at a fixed distance from 
the driver’s eyes. The driver fo- 
cused his attention on the block 
and continued to gaze at it until 
the block became blurry. He then 
measured the time required for 
his vision to become clear again. 
Another test was inserting a pin 
into the graduated openings in 
lan electrically controlled block. 
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The Fade 





Out Test 





Here the subject sits at a fixed distance from the small white block 


attached to the rod as shown. 


The distance remains the same since 


the subject holds a small bit in his mouth which keeps the head from 

moving backward or forward. The subject concentrates his atten- 

tion on the white block until the block blurs or fades out. He then 
notes the time required for normal vision to return. 


The trick in this was to insert | 
the stylus into a smaller hole each | 
time when the stylus touched the | 
side of a hole a buzzer sounded | 
and the ability of the driver to | 
co-ordinate his movements was | 
indicated. The tests also included | 
scoring in mental addition and | 
so forth. 

According to Dr. Ryan the in- 
vestigation proved that the} 


| 

New Pontiac Broadeast | 
Begins Sunday Evening 
Pontiac, Mich., Sept. 28._-New 
entertainment in the form of a| 
radio program promising to rank | 
with the best now on the air, | 
will be formally launched by the 


Pontiac dealers of the United | 
States on Sunday, Sept. 30, it| 
was announced today. 

Jane Froman, Frank Black, | 


Don McNeill and Betty Winkler, | 


Dodge 1934 models used had less | 


fatiguing effect on the driver 
than the two other cars tested, 
both of which were also 1934 
models. This, he said, brought up 
the interesting question of how 
much greater the fatigue of the 
driver would be if he attempted 
the same runs in older models of 
cars and added still another rea- 
son to the many now put forth 
for removing the older cars from 
the road. 


the Modern Choir and a specially 
arranged 40-piece orchestra never 
before heard over the radio are 
some of the names identified with 
the new program. It will be 
heard each Sunday at 10:30 p. m. 
eastern standard time for the 
duration of the present contract 
of several months, with an op- 
tional renewal _ clause. Each 
broadcast will be for a _ half- 
hour’s duration. 





Latest Truck Registrations, For 43 States, August, 1934-33 


of Alabama, Kentucky, Mississippi, 


Tennessee, 
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Battery Makers 
Meet in Chicago 
October 24-25 


Chicago, Sept. 28.—The annual 
fall convention of the National 
Battery Manufacturers’ Assn., 
representing practically the en- 
tire industry, will be held at the 
Hotel Sherman Oct. 24 and 25. 
This will be the tenth annual 
fall convention of the associa- 


tion, which was organized in 1924. 

E. D. Martin, (Emark Battery 
Division, Thomas A. Edison, Inc.), 
is president of the association 
and chairman of the code author- 
ity of the industry. 

The’ battery manufacturers’ 
code was approved by President 
Roosevelt last October, and it is 
expected that discussion of code 
provisions will be one of the 
major topics. 

R. D. Mowry, (Universal Bat- 
tery Co., Chicago), is chairman 
of the program committee. In 
addition to the discussion of new 
subjects, the various committees 
will report on progress made. 

The code authority will meet 
during the convention in order 
that all important developments 
may be reported to the assem- 
blage, and to consider any mat- 
ters referred to it by the attend- 
ing members. 

It is planned to continue the 
open sessions of the second day 
over to a third day, Oct. 26, if 
there are any number of subjects 
remaining unsettled at the con- 
clusion of the second day. 





Federal Orders Help 
Oshkosh, Wis., Sept. 28.— With 
government contracts bolstering or- 


ders obtained from private busi- 
ness, the United States Motors 
Corp. here has increased its busi- 


ness by approximately 300 per cent 
this year as compared with 1933, 
and prospects are bright for a con- 
tinuance of the improved demand. 
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Automotive Share Averages Renew Upward Trend 


Sound Reports 
Credited With 


Recent Climb 


New York, Sept. 28.—Prices of 
motor shares listed on the vari- 
exchanges have been 
experiencing an uptrend for more 
than two weeks and all setbacks 
within that time have been minor. 
This is the longest period of ris- 
ing prices since the summer de- 
cline got under way. Several rea- 





ous stock 


sons are assigned. 
Results of 1934, both 


well known at this time. 
downward trend in quotations in 
recent months probably was due 
as much as anything to the un- 
certainty over the outlook for 
next year. Information has been 


seeping into Wall Street during 


the past week or so that automo- 
bile company executives are be- 
coming more and more optimistic 
concerning the likely 1935 busi- 
ness. This is seen as one of the 
reasons for improving prices, par- 
ticularly when taken in connec- 
tion with reports that “Detroit 
interests” have been buying auto- 
mobile stocks. 

Another factor, it is reported, 
is that investment trusts which 
cut down their holdings of auto- 
mobile stocks in the first half of 
this year are coming back into 
the market. 

All of which is talk heard in 
Wall Street and does not mean 
that the trend of the past two 
weeks represents a permanent re- 
versal of the decline which started 
during the summer. 

Weekly Price Averages 

The Automotive Daily News 
stock price averages for the week 
ended Sept. 26 showed the follow- 
ing changes for the period pre- 
ceding: 


Last This 

Week Week Change 
24 motors 19.55 20.51 +0. 
10 car-truck companies 20.41 21.39 +0.98 
10 parts-accessories 16.00 16.92 -+-0.92 
4 tire-rubbers 15.20 15.79 -+0.59 


The stocks of the tire and rub- 
ber companies continued to make 
a poor showing, in the average, 
than the shares of the car and 
truck and parts and accessory 
firms. The continued unsatisfac- 
tory price situation is an impor- 
tant market factor. The car and 
truck and parts and accessory 
shares this week moved about in 
unison. 

Averages Climb 

The upturn in the price aver- 
ages for the week ended Sept. 
26 came after four consecutive 
weekly declines, although in the 
closing days of the week imme- 
diately preceding the foundation 
was laid for the later rally. 

General Motors Corp. has re- 
ported to the Stock Exchange the 
holding of 536,505 shares of its 
own common stock, as against 
538,459 shares a month ago. 
Briggs Mfg. reported that it had 
39,700 shares of its own common 
in its treasury, as against 41,100 
a month ago. Mack Trucks, Inc., 
issued a new report on its own 
stock held, showing 32,010 shares 
of common. 

The plan for a ten-year exten- 
sion of the first mortgage 6% per 
cent bonds of the Murray Corp. 
of America, due Dec. 1, 1934, in- 
cludes the provision that the ex- 
tended bonds would be convertible 
into common stock on the follow- 
ing basis: One share of common 
for each $10 of bonds for the first 
three years; one share for each 
$12.50 in the next two years and 
one share for each $15 of bonds 
in the last five of the ten years. 
No dividends may be paid on the 
common stock until average of 
bonds retired in all years after 
1934 equaled $175,000 a year. 

Continental Holders Anxious 

Stockholders of Continental Mo- 
tors Corp. are anxiously awaiting 
developments under the “protec- 
tive committee” which suddenly 
announced itself some days ago. 
A. W. Porter is chairman and the 
secretary is B. M. Nathan of 30 





in pro- 


duction and earnings, are pretty 
The 


Broad street, New York City, to 
whom all inquiries are to be ad- 
dressed. 

Brokerage houses again are 
showing considerable interest in 
the automobile industry. Williams 
Birdsall & Co. this week issued a 
statistical study of General Mo- 
tors and one of the leading Stock 
Exchange houses this week put 
out a long confidential study of 
the automobile industry with par- 
ticular attention to General Mo- 
tors and Chrysler. 


H.-H. Declares 

Houdaille-Hershey Corp. this 
week declared a dividend of $1.25 
a share on the $2.50 cumulative 
preferred Class A stock, payable 
Oct. 15 to stockholders of record 
Oct. 10. A dividend of $1.25 was 
paid on this stock on June 12, 
last. The dividend to be paid 
Oct. 15 represents regular divi- 
dends which were not paid on 
Jan. 1, 1933, and April 1 of the 
same year. 

Hercules Motors Corp. declared 
a dividend of 15 cents a share on 
its capital stock, payable Oct. 3 
to stock of record Sept. 28. A 
similar dividend was paid on Aug. 
15, last. 

Firestone Tire & Rubber Co. 
declared the regular quarterly di- 
vidend of ten cents a share on 
its common stock, payable Oct. 
20 to stockholders of record 
Oct. 5. 


White Gets $814,000 
Cleveland Bus Order 

Cleveland, Sept. 28.—Additional 
sales of $814,000 worth of modern 
passenger buses were made to- 
day by the White Motor Co. of 
Cleveland. 

The sales were announced at 
the American Transit convention 
and comprise 74 32-passenger 
coaches for 11 different operators. 

One of the buses was sold to 
the Cleveland Railway Co. and 
will be put in service here by 
the end of the week. One com- 
pany official hailed the orders as 
the beginning of a great new 
market in replacement equipment. 





AUTOMOTIVE STOCK QUOTATIONS 









From C. J. ALEXANDER 


| New York Stock Exchange. 


gain. The leaders were off fractionally. 


quiet. 








Wholesale Trade Asks 


Contribution Exemption 

Washington, Sept. 28. — The 
National Recovery Administration 
announces receipt of an applica- 
tion from the wholesale automo- 
tive trade code authority request- 
ing termination of the exemption 
conferred by Administrative 
Order X-36. That Order relieves 
members of an industry from 
the necessity of contributing to 
the administration expense of a 
code other than the one which 
applies to their major line of 


ager. 


of the 


business. The authority  esti- 
mates that only 40 per cent of 
industry members would be 


assessed under this ruling, and 
states that if the exemption is not 
terminated it will be necessary 
to apply for a “substantial in- 
crease” in the assessment rate. 
Deputy Administrator Jo G. 
Roberts has announced that any 
objections to this application 
must be submitted to his office, 
Room 4317, Department of Com- 
merce building, Washington, D. 
C., prior to Monday, Oct. 8. 


ward to 
Oldsmobile 
anticipation of 
the factory 


Lose Blue Eagle 

Washington, Sept. 28.—The Sharp 
Motor Co., Huntington, W. Va., al- 
lowed more for a trade-in used car 
than is permitted under the code 
of fair competition of the motor ve- 
hicle retailing trade with the result- 
ant loss of its Blue Eagle, the 
NRA announced this week. 


of $1.25 on the 


last. 


April 1, 1933. 


Wall Street Correspondent, Automotive Daily News 


Olds’ Retail Sales 


Continue Steady Pace 


Lansing, Mich., Sept. 28. — Re- 
tail sales for the first 20 days of 
September are 94 per cent ahead 
of the same period 
according to D. E. Ralston, vice- 
president and general sales man- 
“Reports from our dealers 
in every section of the country 
point to this month as being one 
largest Septembers i 
Oldsmobile’s history,” he said. 

Ralston further states, 
duction at the Oldsmobile fac- 
tory for the year up and including 
Sept. 20 is 115 per cent greater 
than production for the same 
period last year. The record made 
by the Oldsmobile six and eight 
this year leads us to look for- 
increased volumes for 
in the future. 
larger volumes 
is now undergoing 
an expansion program which will 
increase our facilities.” 


H. H. Has Dividend 


Detroit, Sept. 28.—Houdaille Her- 
shey Corp., has declared a dividend 
$2.50 cumulative 
preferred Class A_ stock, payable 
Oct. 15 to stock of record Oct. 10. 
A dividend of $1.25 was paid on the 
class A preferred stock, June 12, 
The dividend to be paid Oct. 
15 represents regular accumulations 
which were due Jan. 


1, 
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Last Minute Wall Street Wires 





New York, Sept. 28, 3 P.M.—Motor shares reacted mildly 

today after having advanced most of the week on the 
An exception was Briggs 
Manufacturing which met with buying following the 
declaration of an extra dividend and closed with a net 
Trading was 


last year, 


“Pro- 


1933 and 
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Business Review 
Shows Indiana’s 
Prices Improved 


Bloomington, Ind., Sept. 28.— 
“Wholesale prices in Indiana were 
higher on the first of September 
than at any other time since 
early in February 1931,” says the 
current issue of the Indiana Busi- 
ness Review, published monthly 
by the Indiana university bureau 
of business. research. “Prices 
paid for farm products and foods 
have made the biggest gains dur- 
ing recent weeks,” the Review 
states. 

“There was a marked decline in 
the general level of business ac- 
tivity during August,” according 
to the Review. “New car sales 
made much more than the usual 
seasonal decline, but remained 
above like periods in the past 
three years. Fewer used cars 
were sold in Indiana during the 
past month than in any other 
August in recent years.” 

Concerning production, the Re- 
view reported that automobile 
building made a contra-seasonal 
decline but remained far above 
the record low August total set a 
year ago. Production of automo- 
bile accessories and parts also 
declined. 

“July operating schedules con- 
tinued through August in most 
Indiana steel mills,” it was stated. 
“Ingot output was scheduled at a 
lower rate early in September 
than at any other time since the 
first half of April, 1933. Most 
consumers ordered only enough 
steel to round out requirements. 


Campbell Reports 


Better Business 


All Over Canada 


Vancouver, B. C., Sept. 27.— 
Wallace R. Campbell, president of 
the Ford Motor Co. of Canada, is 
now making a coast to coast tour 
of the Dominion. During his trip 
he has been called on to address 
many public meetings. 

Notable among these engage- 
ments was his appearance before 
the Chamber of Commerce at 
Winnipeg, Man. He has repeated 
remarks in addresses and press 
interviews that industrial organ- 
ization must take the initiative in 
distributing buying power, and 
urges that holders of securities 
and shares in industrial busi- 
nesses should defer expectation 
of revenue until recovery was 
well established. During the 
course of his trip, he states, he 
has found ample evidence of a 
100 per cent gain in business. 
His own company has been able 
to maintain 5,000 employes 
working not less than five days 
per week this year to date, he 
said. Business has shown a 
marked gain, and _ indications 
point to greater recovery and 
larger sales in 1935. 

The Ford Motor Co. of Canada 
does a large export trade to all 
parts of the British empire and 
the orient. This trade has been 
particularly active this year, and 
has more than doubled that of 
1933, according to Campbell. He 
states that usually the export 
trade formed one third of the 
volume of the Canadian Ford 
production and the Canadian 
market consumed two thirds of 
production. 





G. M. Management 


Changes Approved 


Wilmington, Del., Sept. 28. — 
At a special meeting held here 
yesterday, the stockholders of 
General Motors Corp. approved 
the revision and modification of 
the General Motors Management 
Corp. Plan as adopted by the 
board of directors. The vote was 
28,568,440 shares in favor of the 
revision and 16,955 shares op- 
posed. 
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1934 brings to the automotive industry an engineering development 
as important in its contribution to motoring safety, “Peace of 
Mind,” and convenience as the self-starter, four-wheel brakes, or safety 
glass. ... Truly a fourth milestone in automotive progress. Safety equip- 

ment, as an integral part of each wheel, which assures dependable protection 
against accidents caused by blowouts and also eliminates the inconvenience 
caused by flat tires is now available for the first time in motoring history. ” 


AMERICAN 
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An AMERICAN TIRE GUARD is an Attachment made of steel 
(looks like a hubless, spokeless, neat inner wheel) which is so 
welded to the Wheel Rim that it becomes an integral part of each 
wheel. When a blowout occurs at any speed the AMERICAN 
TIRE GUARD instantly functions in place of the Rubber Tire 
so that even a frail woman can keep perfect control of the car 
and drive on to the nearest service station to have the tire 
changed without delay or further injury to the tire or tube. 


Because they furnish dependable protection against “Tire Trouble” acci- 
dents and overcome the flat tire nuisance, AMERICAN TIRE GUARDS 
have a wider appeal than any automotive advancement offered to the public 
in recent years. And, as advertised, they are “Priceless When Tire Trouble 
Happens.” 


AMERICAN TIRE GUARDS fill a definite motoring need. They are the 
result of years of research and experimentation. These Guards have 
thoroughly demonstrated their practicability in gruelling tests and are now 
being installed on owners’ cars of all makes ... also on Police and Fire 
Department cars, Ambulances, and Commercial Travelers’ cars where 
“Tire Trouble” is exceptionally dangerous and expensive. 


AMERICAN TIRE GUARDS are now offered to car manufacturers as 
optional or standard equipment... and what a sales advantage they offer 
to any manufacturer! AMERICAN TIRE GUARDS are also offered to 
dealers of new and used cars for sale to car owners. A minimum number 
of sizes will fit all 15”, 16”, 17” and 18” wheels with drop center rims. 
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Here’s Money-Making 
News 


AMERICAN TIRE GUARDS 
are available to automotive job- 
bers and dealers, independent 
garages and repair stations. An 
especially profitable proposition 
can be made to the dealer who 
can qualify as to equipment and 
organization as an AMERICAN 
TIRE GUARD “Authorized In- 
stallation Station.” This offers 
profit possibilities both from sales 
and installations. 

AMERICAN TIRE GUARDS 
are bound to be money-makers for 
any alert dealer or distributor. 
Obviously, the first dealer to offer 
AMERICAN TIRE GUARDS in 
his community will get the jump 
on competitors. If you write us 
today you may be this Dealer! 
Communicate with us for our 
money-making Sales and Installa- 
tion Plan. 

This equipment is very reason- 
ably priced, yet the profits for 
Dealers and Authorized Installa- 
tion Stations are most satisfac- 
tory. Complete prices, discounts, 
and details of our Sales and In- 
stallation Plan will be sent to you 
promptly on request. 





f MERICAN TIRE GUARD COMPANY 
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MR. B. F. CURRY 


Manhattan Chevrolet Dealer 


“When you stand on the sales floor year after year 
the word ‘mass’ takes on a deeper sales significance. 
Plain, hard working people buy the majority of 
our cars. [ meet them on their own ground and talk 
to them in their own sensible way. True Story could 
adequately fit into this picture.” 






President 


B. F. CURRY CO, INC, 
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46% OF LOW-PRICED CAR BUYERS 
HAVE NO TELEPHONES... 


34% 
24% 
20% 


ERE is a little easy-chair con- 
H tact with the kind of people 
who are buying low-priced cars 
today. 


With Mr. Curry’s cooperation, we 
analyzed his most recent 100 sales 
by occupation of the buyer. 


Read over these occupations care- 
fully—they make a great commen- 
tary on the eminently mass char- 
acter of the popular-priced car 
market. 


After analyzing these car buyers 
by occupation we decided to check 
them — over the telephone — for 
readership of True Story Magazine. 


We discovered that almost half of 
these new car buyers had no 
"phones. Again, a significant com- 
mentary on the eminently mass 
character of the market! 


Out of the 54 homes with tele- 


Are Manual Workers 
White Collar Workers 
Executives or Professional 
16% Small Shop Owners 

6% Miscellaneous 
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phones, 43 completed interviews, | 


were made. And in 13 of these?’ 


homes we found True Story—a 1 


30% readership. 
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plain people” and True Story |. 
concentrates its circulation among | 
manual workers, small shop own: | 


ers, civil service workers, a sprink- 


ling of white collar workers—plain 


people, 1,800,000 of them, uncov- 


ered by other magazines. 


Here is an advertising opportunity 
for the low-priced car manufac- 
turer in 1935. True Story Maga- 
zine, Graybar Building, New York. 
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OCCUPATIONS OF CURRENT LOW-PRICED CAR BUYERS 


The last 100 sales as supplied by Mr. Curry from his records— August 1934. 


MANUAL WORKERS (34%) 


1 Sailor 
1 Shoe Maker 


4 Chauffeurs 12 Salesmen 


3 Truck Drivers 





3 Jr. Executives 


WHITE COLLAR (24%) 
1 Cashier 
1 Secretary 


SMALL SHOP OWNERS (16%) 


2 Restaurant 
2 Auto Parts 


1 Dry Goods 
1 Sewing Machine 


: : 2 3 Real Estate Agents 1 Sales Lady 1 Artists Materials 1 Trucking-Expressing 5 
: Refrigerator Servicemen 1 Attendant l Statistician 1 Cable Clerk 1 Window Shades . Mandwace > 
2 Dairymen 1 Plumber 1 Clerk 1 Newsstand 1 Tailor al 
2 Butchers 1 Electrician EXECUTIVE & PROFESSIONAL (20%) 1 Haberdashery 1 Painter-Contractor 7 
2 Cooks 1 Beautician Tr “PY sea 1 Print Shop 1 Gas Station 

2 Drug Store Clerks 1 Elevator Operator 3 School Teachers ] iin tiisees ® 
2 Janitors 1 Elevator Starter 3 Lawyers ; ] Mfg.—Furs ; MISCELLANEOUS (6%) ; 
] Asst. Elev. Starter ] Finisher 1 Circulation Director 1 Mfg.—Hats 2 Housewives 1 Policeman 

1 Factory Foreman 1 Waiter 1 Etcher 1 Hotel Manager 1 Postman 1 Liquidator 

1 Auto Repairman 1 Stenographer 1 Musician 1 Supt. Shoe Factory 1 P.O. Clerk 
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